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hange dreams into 
realities .. . Provide pro- 
tection for your family... 
Plan for your own golden 
October days... This is 
Metropolitan’s message 
in a group of October 
magazines.* It will have 


an interested audience. 


What man does not wish 
to provide protection for 
his family and at the same 
time assure his own secu- 
rity and comfort in the 
years to come? Show him 


how —through a well- 


























balanced Life Insurance 


Program. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 
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Frederick H. Ecker, President 














METROPOLITAN LIFE 
INSURANCE COMPANY 





ONE MADISON AVE., NEW YORK, N. Y. 









Life’s popular radio 





ENTERTAINMENT 
THAT MAKES SALES 


RosEs AND DruMs is now in its fourth successful year! 
This entertaining radio program presented by Union 
Central Life recently re-created the stirring scenes of 
Abraham Lincoln’s struggle for re-election to the Pres- 
idency. And while the audience was concerned with 
the future of America during those trying days, Daniel 
Stark offered fathers the Multiple Protection Plan—to 
safeguard the future happiness of their wives and 
children. 


Such unique entertainment helps make more sales 
for Union Central agents. During the first half of 
1935, Union Central’s paid-for business on life insur- 
ance plans increased 17% over the same period for 
1934. Of this, 44% was Multiple Protection, the policy 
featured in the advertising. 


The 


UNION CENTRAL 


Life Insurance Company 


CINCINNATI 


Charles Webster as Abraham 
Lincoln in Union Central 


ROSES AND DRUMS. 











1,750 S 


President 
gests 


NE 
Presi 
vice-pré 
Mutual 
First 
sard, \ 
tional | 
Seco! 
lor, as: 
Canadz 
Place 
D.C. 


By G 

CINC 
persons, 
were in 
Life O 
conferet 
for a tl 
associat 
ship of 
panies | 

Geors 
necticut 
the ass 
day mo 
preside: 


> ered th 


treduce 
that he 
agemer 
he can 


) office 

f years a 
that in 
> tion ir 


comple 


p the as 
© that it 


consult 
the as 


© in by 
> specifi 


These 
dition 

a lett 
welcor 


Mr. 
dress 
from 
the it 
agenc 
decisii 
advice 
one” 
the p 












1HE NATIONAL UNDERWRITER Life Insurance Edition. Publishe 
Office of publication, 175 W. Jackson’ Blvd., Chicago, Ill. Thirty-ninth year. No. 40 
per year, 15 eaats per copy. Entered as second class matter, June 9, 1900, at post office at Chicago, IIl., under act 











of arch_3. 


d weekly by The National Underwriter Company. 
‘f . Friday, October 4, 1935. $3.00 





















) dress 








LIFE 


‘he National Underwriter 


INSURANCE EDITION 
A WEEKLY NEWSPAPER OF LIFE INSURANCE 








sity-Ninth Year—No. 40 





CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, OCTOBER 4, 1935 


$3.00 Per Year, 15 Cents a Copy 









\ffice Management 
en in Conference 
Big Attendance at Three-Day Ses- 


sions Held in Cincinnati 
This Week 


1,750 STUDENTS AT WORK 


President Cox of Union Central Sug- 
gests a Consulting Service for 
Specific Problems 





NEW OFFICERS ELECTED 

President — Gordon A. Hardwick, 
vice-president and comptroller Penn 
Mutual Life. 

First Vice-president—Richard Bois- 
sard, vice-president and actuary Na- 
tional Guardian Life. 

Second Vice-president—R. A. Tay- 
lor, assistant comptroller Sun Life of 
Canada, 

Place of 1936 meeting—Washington, 


. 


_- 


By GEORGE E. WOHLGEMUTH 


CINCINNATI, Oct. 3——Over 250 
persons, representing 100 companies, 
were in attendance at the 12th annual 
Life Office Management Association 
conference which opened in. Cincinnati 
for a three day. session Monday. The 
association has grown from a member- 
ship of 90 in 1924 to 137 member com- 


B panies today. 


George W. Skilton, comptroller Con- 
necticut General Life and president of 
the association, presided over the Mon- 
day morning session. W. Howard Cox, 
president of the Union Central, deliv- 


» ered the address of welcome, being in- 


treduced by Mr. Skilton. Mr. Cox said 
that he first became interested in man- 
agement and personnel problems when 


jhe came into the Union Central home 
p office as assistant secretary after six 
; Years agency work in the field. He said 
| that in his opinion no other organiza- 
» tion in the life insurance business so 
F completely performs its 
) the association. 
p that it would be feasible to establish a 
» consulting service as a department of 


functions as 


Mr. Cox suggested 


the association which could be called 


) n by the member companies to solve 
specific problems in their organization. 


These experts would diagnose the con- 
dition and prescribe a remedy. He read 
a letter from Mayor Russell Wilson 
welcoming the members to Cincinnati. 


Agency Cashier Important 


Mr. Skilton, in his presidential ad- 
; The. Management Executive 
Tom the Field Viewpoint,’ stressed 
the importance of the cashier in the 
yaa office. The cashier must make 
ccisions quickly and without benefit of 
advice; she is “public servant number 
ren in that she is the contact between 
€ public and the company and must 
(CONTINUED ON PAGE 20) 








Sees Trend 


to Inflation 


Professor Kemmerer of Princeton, Noted Currency Authority, 
Declares U. S. Borrowing from Banks for Relief Holds Dangers 





NEW YORK, Oct. 3.— Federal 
financing of unemployment relief and 
other expenditures by excessive borrow- 
ing from the banks is a decidedly in- 
dationary procedure and means the eas- 
ing of taxes on present and future gen- 
erations at the expense of endowed 
schools, colleges and hospitals and of 
life insurance companies and other sav- 
ings institutions, whose asset values will 
be impaired by inflated price levels, 
said Prof. E. W. Kemmerer of Prince- 
ton University, international authority 
on currency problems, speaking at the 
first of a series of educational confer- 
ences conducted by the Guardian Life 
of New York in cooperation with New 
York University. 


Increased Living Costs 


“If you believe in the old fashioned 
virtues of honesty and thrift, if you be- 
lieve in the fundamental principle of 
Anglo-Saxon democracy, the control of 
the government by the people through 
their control of government revenues, 
then fight inflation, for it is the deadly 
enemy of these things you hold dear,” 
warned Dr. Kemmerer. 

The inflation virus works slowly but 
enough of it has been injected so that 
a decided, although gradual, increase in 
the cost of living may be expected, 
even if no further inflationary steps are 
taken, said Dr. Kemmerer. The effect 
of the devaluation of the dollar, together 
with the probable decline in the world 
value of gold to at least its pre-depres- 
sion level, without taking into account 
any other factors tending toward infla- 
tion, will probably ultimately result in 
living costs double today’s levels, he 
predicted. 


Will Be Felt in Two Ways 


The inflation virus, Dr. Kemmerer 
prophesied, will make itself felt in two 
ways: (1) Through expansion in bank 
credit, both bank deposit and bank note 
credit, due to the heavy purchase of 
government securities by our banks, 
and (2) through a dangerous increase 
in the velocity of circulation of the dol- 
lar. In causing a rise in prices velocity 
of circulation forces the rate of increase 
in the national debt, and the failure of 
the government to impose taxes ade- 
quate for its expenditures is more im- 
portant than the mere amount of the 
debt, Dr. Kemmerer pointed out, not- 
ing that the expenditures of the pres- 
ent administration, actual for 1934 and 
officially estimated for 1935 and 1936, 
would be $24,206,533,000, an amount 
nearly equal to the expenditures of the 
government from the time of Wash- 
ington to that of President Taft, which 
were $24,521,845,000. 

Stockholders Main Debtors 


While it is true that inflation helps 
the debtor and harms the creditor, the 
public has a wrong idea of who, in the 
main, constitute the debtor and creditor 
classes, said Dr. Kemmerer. The pub- 
lic when it thinks of debtors, thinks first 
of the farmers, whose mortgage in- 
debtedness is about $8,500,000,000, he 





said, while in reality the greatest debtor 
class is the stockholders of our corpora- 
tions, with their bonded indebtedness of 
35 billion dollars. Creditors, he said, 
are largely insurance companies, trust 
funds, savings banks, and endowment 
funds of schools, colleges and hospitals. 

The plight of debtors during the de- 
pression did not justify a sweeping 
measure like devaluation of the dollar, 
for the high value of the dollar ex- 
pressed in the low commodity price 
level following the crisis of 1929, was a 
temporary phenomenon and called for 
temporary remedies and not for a per- 
manent reduction in the gold content of 
the dollar, Dr. Kemmerer said. 


Creditors Also Pinched 


If the debtor class was squeezed by 
the falling of price levels, the creditor 
class similarly got the worst of it when 
prices were rising, for they were repaid 
in dollars less valuable than those they 
lent, Dr. Kemmerer pointed out, even 
though “the creditor is not as noisy as 
the debtor when he gets his feet 
pinched.” 

Dr. Kemmerer scouted the theory 
that an enduring gold scarcity was the 
cause of the depression, laying the panic 
conditions to the world-wide feeling of 
insecurity which led to a scramble for 
gold znd to the low velocities at which 
deposit currency has been circulating 
recently. 





Management Association 


Holds Annual Meeting 














GEORGE W. SKILTON, Hartford, Conn. 


George W. Skilton, controller of the 
Connecticut General Life, and president 
of the Life Office Management Associa- 
tion, presided over the opening session 
at its annual meeting, which was held 
in Cincinnati, 





*““Ad” Men Stress 
Theme “Specifics”’ 


Slattery of Penn Mutual New 
Life Advertisers Associa- 


tion Head 


COFFIN TELLS METHODS 


Closer Tieup Between Publicity and 
Agency Men Emphasized at 
Swampscott Meeting 


By. RALPH E. RICHMAN 


SWAMPSCOTT, MASS., Oct. 3— 
D. B. Slattery, assistant to the agency 
vice-president of the Penn Mutual, Phil- 
adelphia, is the new president of the Life 
Advertisers Association, elected at the 
first session of the three-day convention 
here. The other new officers are: Vice- 
president, Charles C. Fleming, Life of 
Virginia; treasurer, R. C. Budlong, 
Northwestern National and secretary, 
T. M. Rodlun, Acacia Mutual. 

An attack of the grip kept at home 
K. H. Mathus, supervisor of publications, 
Connecticut Mutual, who was chairman 
of the program committee and scheduled 
to preside at the first session. President 
S. A. Swisher, Sr., assistant superintend- 
ent of agencies Equitable Life of Iowa, 
guided the Monday morning meeting, in- 
troducing first M. S. Crockford, super- 
visor of field service Excelsior Life of 
Canada, who expressed greetings from 
the Life Advertisers Association of Can- 
ada. Eleven representatives from Ca- 
nadian companies were present at the 
opening session. 

Coffin Tells Methods 


V. B. Coffin, superintendent of agen- 
cies, Connecticut Mutual, set the pace on 
the convention theme, “Getting the Most 
Out of Advertising and Sales Promo- 
tion with Emphasis on Specifics,” by 
treating his subject with great clarity 
and definiteness. “Coordination Be- 
tween Agency and the Advertising Sales 
Promotion Department” was his subject. 
He described nine ways by which the 
Connecticut Mutual publications depart- 
ment coordinated its work with the 
agency department. Publication of the 
house organ stimulates pride among 
agents in the company, trains and in- 
spires them. 

Prestige of the company and recruit- 
ing is aided by the effective and attrac- 
tive company literature. Direct mail 
aids the agent to do a better job of 
prospecting. Contests become vital when 
they are definitized, dressed up, made 
colorful and exciting by the publications 
department. Cost figures are obtained 
quickly from the department in agency 
organization and a management idea ex- 
change is provided in a general agents 
bulletin issued twice a month. 

Unique ideas are presented to the 
agency department, Mr. Coffin said, 

(CONTINUED ON PAGE 22) 
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‘Want to Know’ Attitude of Public Calls fo 
Special Training of Agents 


NEW YORK, Oct. 3.—The increas- 
ing need for general as well as techni- 
cal education among life insurance men 
was stressed by Dean Ned Dearborn, 
director division of general education, 
New York University, in an address in 
the first of a series of educational con- 
ferences which the Guardian Life of 
New York, through New York Uni- 
versity, is conducting for its men in 
the New York City area. 

“Thoughtful folk—and their number 
is increasing—are deeply and acutely 
interested in problems of finance and 
government,” said Dr. Dearborn. “The 
last six years have resulted in an un- 
precedented awareness of economic and 
political problems. Folk think more 
about taxes, rents, real estate values, 
the cost of living, banking, sound in- 
vestment, security, inflation, the acts of 
congress, and similar matters than ever 
before. 


Public Is Confused by 
Many Opinions, Problems 


“Their opportunities for learning 
something about the social structure of 
American life and its operations are 
greatly facilitated by the universal use 
of newspapers, magazines and_ books. 
The motion picture, radio, pulpit and 
public forum add to the distribution of 
information. They are confused, how- 
ever, because of the variety of opinion 
expressed, the staggering number, the 
appalling magnitude and the baffling 
complexity of the problems confronting 
the nation. Nevertheless the spirit of 
inquiry is aroused. They discuss, ques- 
tion, and think. 

“An insurance salesman meets one of 
these thoughtful prospective policy buy- 
ers. He is asked many troublesome 
questions: ‘How are the insurance 
companies getting along in the midst of 
our economic illness and uncertainty?’ 
‘What effect will inflation have on my 
insurance investments?’ ‘What do these 
relatively new taxes—the steeply grad- 
uated individual income tax, the inheri- 
tance tax, the “gift” tax, the corpora- 
tion taxes—mean in relation to insur- 
ance?’ ‘What about old age pensions 
and unemployment insurance?’ “The Se- 
curities Act? ‘The national debt?’ 





Large Return on Family 
Income Policy Is Shown 











Total payments by the United States 
Life in case No. 575, it is estimated, will 
show approximately 7,700 percent profit. 
This is an unusual claim involving a 
$10,000 family income policy with 
double indemnity and disability income 
clauses, all three features of which were 
called into play. 

The assured took the contract in 
January, 1931. In April, 1932, he was 
stricken with a rare organic muscular 
disease which made it impossible for 
him to work and four months after dis- 
ability started the claim was approved 
for benefits. He was killed in an auto- 
mobile accident April 17, 1935. The 
premium paid was $581.80. The policy- 
holder received $3,300 monthly income 
payment for disability and the company 
waived $872.90 premium. At his death 
the widow received $2,000 immediately, 
and also $10,000 on the accidental death 
benefit. 

Then her monthly income of $100 
under the family income provision was 
started, running until January, 1951, or 
a total of $18,900. At the end of the 
20 year period from dite of issue a 
final benefit of $8,000 will be paid, or 
a total of $46,072.70, which it is esti- 
mated will be swelled by surplus in- 
terest to a larger sum. 








‘International relations?) He simply 
must have a general knowledge of these 
matters or he loses his prospect. 

“It is not enough to be able to recite 
the glorious history of his company. 
‘That is history,’ says the thoughtful 
customer. It is not enough to state, no 
matter how convincingly, the gilded vir- 
tues of a given policy. The prospect 
wants to know about the basic mate- 
rials that are used in gilding the vir- 
tues. It therefore is imperative for the 
salesman to have some well-considered 
answers to the queries on economics 
and government. That requires wide 
and deep knowledge and _ increasing 
vigilance in relation to the vital social 
problems of the day. 


Will Win Rewards in 
More Social Usefulness 


“The informed salesman will win his 
rewards in greater social usefulness, 
more service in the name of his com- 
pany, and more business over a longer 
period of time. He increases his pro- 
duction by increasing confidence, on the 
part of the purchasing public, in him 
and in the company he represents. ‘Here 
is a salesman,’ thinks the buyer, ‘who is 
intelligent, who is sincerely concerned 
with my personal problem of savings 
and protection. He substitutes the 
power of knowledge for dotted-line 





power. He robs the buyer of any sus- 
picion that commission, notice, and the 
‘one-policy’ strategy of yesteryear’s pro- 
cedure are the dominant reasons for the 
interview. 

“Insurance salesmen need no apolo- 
gies for their services. The social use- 
fulness of insurance is fully appreciated 
by the thinking public. So the sales 
problem becomes one of continuous 
services for the client. It is no longer 
a high-pressure proposition for today. 
It is a high-powered intellectual presen- 
tation for today and tomorrow. 


University’s Sponsorship 
Secures Noted Speakers 


“Two present-day policies of insur- 
ance companies are noteworthy as per- 
tinent to this discussion. Merely to 
mention them is sufficient. One is the 
policy of professionalizing on a wide 
basis the preparation of salesmen. This 
preparation is no longer restricted to 
technical training. It is education in a 
broad sense. The other is the policy 
of raising personnel standards in the 
sales staff. These two policies—funda- 
mentally sound, both of them— 
strengthen the case for a salesman of 
adequate general education.” 

The series of educational meetings, of 
which last week’s was the first, is the 
result of conferences between Vice- 





Trend to Fads Criticised 


Vincent Coffin Urges Adoption of Well Balanced Program in 
Agency Management Instead of Placing Emphasis on One Phase 





General agents and managers are too 
frequently given to following fads of 
management rather than balancing the 
various phases of agency management 
into an efficient whole, Vincent B. Cof- 
fin, superintendent of agencies of the 
Connecticut Mutual Life, told the As- 
sociated Life General Agents & Man- 
agers of Detroit at the first fall meeting. 

“It is interesting to note how prone 
managers are to go in for management 
fads,” said Mr. Coffin. “They get the 
idea that the only thing necessary to run 
an agency efficiently is this or that, and 
that everything else can be neglected. 
For example, a few years ago the fad 
was the organized sales talk. General 
agents and managers felt that if all of 
their men learned organized sales talks 
and used them, the agency production 
would take care of itself. 


Publicize Hamlin’s Methods 


“Then the organized sales talk gave 
way to time control, largely through the 
publicity given to Clay Hamlin’s ideas 
along this line. Mr. Hamlin’s views on 
time control were adopted too literally 
by many general agents, who began to 
feel that if their agents’ time were prop- 
erly controlled, all other factors could be 
forgotten and the agency would pros- 
per forthwith. More recently the stress 
upon prospecting gained the proportions 
of a fad, with similar results. 

“General agents began to say to them- 
selves, ‘If my agents get 80 prospects 
per week they will get 40 interviews 
and 2 sales, just as surely as the sun 
rises and sets. We don’t need to worry 
about an organized sales talk, time con- 
trol or anything else if they can be pur- 
suaded to do enough prospecting.’ Still 
more recently the trend was toward the 
development of agency prestige as the 
panacea of all management ills. It was 
felt that since people were losing faith 
in other forms of investment, it was 
necessary to forget everything else and 
concentrate on building agency prestige 





to counteract this tendency in life in- 
surance. 

“Today the management fad is closer 
personal supervision of agents. This 
trend was very apparent at the national 
convention this year, and the trade pa- 
pers are full of it right now. 

“The organized sales talk, time con- 
trol, prospecting, agency prestige and 
closer supervision of agents all have a 
part in the building and maintaining of 
a successful agency, but no one of them 
alone is the answer to the problem of 
agency management. If we study the his- 
tory of these management fads we come to 
the conclusion that the making of a suc- 
cessful agency depends at least 80 per- 
cent on the striking of a proper balance 
between these factors. This tendency 
to faddism is to be deplored, and I sug- 
gest that you refuse to let yourself be 
swayed into adopting a management fad 
to the exclusion of the other phases of 
the business that should be given at- 
tention. 


May Cover All Factors 


“This latest fad of closer supervision 
of agents has much to recommend it, not 
as the ultimate and only solution of your 
problems, but as a matter to be given 
close attention. If you give closer at- 
tention to your agents, considered, of 
course, in its broadest sense, then per- 
haps you cover all of the other factors, 
too. 

“One thing that has been of real help 
to me in dealing with agents is to keep 
fixed in my mind the thought that every 
agent is not one man but four men: he 
is a manager because it is necessary for 
him to manage himself in order to be 
successful; he is a secretary because it 
is necessary for him to keep track of his 
prospects, classify and analyze data and 
prepare his presentations; he is a treas- 
urer, because he must learn to manage 
his own finance affairs so that his pros- 
pects will have confidence in his ability 
to aid them with theirs; and he is a 




























ugé 
Vie 


ompan| 
pects C 


president J. A. McLain and Dean y¢ 
Dearborn of New York Universin: 
general education division. These ead 
ferences came from suggestions nia 
at the Guardian managers’ conferen 
earlier this year, at which the metrol 
politan New York agency group 
pressed a desire to hold a series of sale 


EAV’ 


Many Pe 


hy 


and educational meetings. J. T. Hay, Tort 
land and C. N. Leyendecker were ap 
pointed a committee to formulate play 
Through cooperation of New Yo; 
University outstanding speakers were 
secured to talk on the most pertiney TORC 
questions which field men are Meeting insuranc’ 
or are most likely to meet in Contacting I rail | 
: : fall mee 
insurance-buyers. The project was ei . f 
thusiastically received by Guardian Lif ° 
managers, who decided to embody jgmpresente 
the program of Guardian agents’ mee. fimder the 
ings the unusual educational feature ofl overs tl 
presenting a speaker universally cop. pe Fi 
ceded to be an authority on the gy). cial insu 
ject to be discussed. Presi¢ 
Ownership Policies Are wpe ‘y 
Discussed by Robertson pK 
discussé 
At the sales meeting before dinner [i tween 
Curtis Robertson, assistant secretary me serves 
discussed ownership policies (where fe plan su 
someone other than the insured takes 
out the insurance) and their application Poin! 
to. various situations, such as an insured Sica 
minor, a tax case and partnership and a4 yo 
corporation cases. An ownership pdl- he emy 
icy, he pointed out, eliminates compli MM about | 
cations as to who paid the premiums in sugges 
the event, for example, an_ insured be wil 
minor should try to borrow on a policj Ie of doll 
against the wishes of his father, In J runnin 


tax situations it eliminates any ques. Jj ‘antas' 








tion as to whether the insured has given “Ol 
up all incidents of ownership. pen, 
For two partners, it is generally best acuon 
to have each partner own the policy poy 
on the life of the other, Mr. Robertson BB yhich 
said, although in the case of corpora I {ncre: 
tions no such generality can be made. be ex 
Sometimes it is advisable for the cor- tem e 
poration to be the owner; sometimes Spenc 
for the stockholder to have control; J poses 
again the use of a corporate trustee to for v 
receive and disburse under a trust name 
agreement is advisable, but in any genet 
event an ownership policy should be meet 
used, Mr. Robertson advised. ment 
Life Insurance Must 
Sharply Define Purposes De 
_ “If life insurance is to serve a va tions 
riety of purposes then it is incumbent be b 
upon life insurance to provide the ve- its { 
hicles which will aid in sharply defin- Stat 
ing intentions,” said Mr. Robertson. “It the | 
is our belief that this ownership policy it W 
will be of considerable assistance in eral 
eliminating in many situations those that 
problems that are ever-present whet com 
the event insured against does occur.” cout 
Manager J. M. Ejisendrath of New toa 
York repeated the address on_ business if U 
insurance which he made at the recett are 
convention of the National Association iy 
of Life Underwriters in Des Moines. = 
—— } 
salesman. In my opinion, the fourth is soc 
the least important of them all. It is the ful 
least important cause of failure among tio 
agents. After all, the best man in your Bes 
agency does not spend more than two lyi 
hours a day in actual selling. pla 
“To my way of thinking, if the get 
eral agent makes sure that his agents 
grasp the importance of a well balanced 
program and adhere to it, 90 percent o! Te 


his agency management problem will be 
automatically solved. The manager must pr 
help his agents to build their own pres 
tige in the eyes of their policyholders 
and prospects in order to build, the 
agency prestige on a solid foundation. 
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uge Social Fund 
Viewed by Linton 





ompany President Discusses As- 
pects of “More Abundant Life” 
Legislation 


EAVY TAX LOAD THREAT 


{any Pertinent Subjects Discussed at 
Toronto Meeting of Actuarial 
Society of America 


TORONTO, ONT., Oct. 3.—Social 
;nsurance is holding the spotlight at the 
fall meeting here of the Actuarial So- 
ciety of America. Two of the papers 
presented deal with social insurance un- 
der the recent federal law, while a third 
covers the Canadian employment and so- 
cial insurance act of 1935. 

President M. A. Linton of the Provi- 
dent Mutual Life, speaking on the 
United States plan’s reserve provisions, 
discussed the essential differences be- 
tween life company reserves and re- 
serves in a nation-wide public pension 
plan supported by taxation. 

Fund of Enormous Size 


Pointing out the dominant place of 
political considerations in determining 
the success or failure of such a program, 
he emphasized that the fund will reach 
about $1,250,000,000 by 1950 and that the 
suggestion that Congress would actually 
be willing to add hundreds of millions 
of dollars each year to a fund already 
running into the billions seems almost 
fantastic. 

“Other things are almost sure to hap- 
pen,” he warned. “Much more likely is 
action by Congress to increase the pen- 
sions, lower the pension age, or spend 
the money for extraneous purposes 
which would be politically advantageous. 


| Increasing the future pension load might 


be extremely serious and cause the sys- 
tem eventually to fall of its own weight. 
Spending the money for extraneous pur- 
poses would not achieve the objectives 
for which the reserve is to be built— 
namely, to lighten the load on future 
generations as they face the problem of 
meeting 3% billions of benefit pay- 
ments,” 


Debt Reduction Question 


Dealing with the financial considera- 
tions if the reserve fund actually should 
be built’ Mr. Linton continued: “Since 
its funds must be invested in United 
States government obligations, of which 
the present total is less than 34 billions, 
it would appear not only that the fed- 
eral debt would never be reduced but 
that it is bound to be kept alive and 
completely transferred to the reserve ac- 
count. Is it sound not to look forward 
to a reduction of the debt? Furthermore 
if United States government obligations 
are to be absorbed by the reserve ac- 
count, what will take their place as liq- 
uld investments in the portfolios of the 
banks and other financial institutions?” 

He urged that actuaries give the whole 
social insurance question the most care- 
ful study so that constructive sugeges- 
tions of change may be made, and sug- 
gested that the broad principles under- 
lying the British contributory old age 
Plan be given much consideration. 


Discuss Social Security 


O. C. Richter, American Telephone & 
Telegraph Company, and W. R. Wil- 
lamson, assistant actuary Travelers, 
Presented a paper on the Social Secur- 
ity Act and the work of the Committee 
on Economic Security. Their discus- 
Sion covered old-age security, unem- 
(CONTINUED ON PAGE 11) 








Insurance Commissioners’ 
Committees Are Appointed 





W. A. Sullivan of Washington, presi- 
dent National Convention of Insurance 
Commissioners, has announced the per- 
sonnel of the committees as follows: 


Accident and Health—Brown, chair- 
man, Arizona; Gentry, Arkansas; Car- 
penter, California; Hanna, Maryland; 
Johnson, Mississippi; Holmes, Montana; 
Biel, New Mexico; Smith, Utah; Carpen- 
ter, Vermont. 

y¥ * * 

Assets of Insurance Companies—Pal- 
mer, chairman, Illinois; Bakes, Idaho; 
Conway, Louisiana; Sullivan, New Hamp- 
shire; Earle, Oregon; King, South Caro- 
lina; Daniel, Texas; Carpenter, Vermont; 
Ham, Wyoming. 

«x * * 

Blanks—Robinson, chairman, O h i 0; 
Hooker, Connecticut; McCann, Florida; 
Hoffner, [llinois; Thompson, Indiana; 
Speidel, Iowa; Workenthin, Louisiana; 
Lines, Massachusetts; Reault, Michigan; 
Nelson, Missouri; Guertin, New Jersey; 
Collins, New York; Reeder, North Caro- 
lina; Stark, Oklahoma; Johnston, Penn- 
sylvania; Coulbourn, Virginia; Hough- 
ton, Washington. 

* * * 

Codification of Rulings—Mortensen, 
chairman, Wisconsin; Gentry, Arkansas; 
Hammond, Delaware; Bakes, Idaho; 
Hobbs, Kansas; Cummings, Rhode 
Island; Tobin, Tennessee; Smith, Utah, 

* *K x 

Examinations—Read, chairman, Okla- 
homa; Julian, Alabama; Blackall, Con- 
necticut; Bakes, Idaho; Murphy, Iowa; 
Ketcham, Michigan; O’Malley, Missouri; 
Holmes, Montana; Gough, New Jersey; 
Earle, Oregon; Hunt, Pennsylvania; 
Tobin, Tennessee; Bowles, Virginia. 

* *K 

Laws and Legislation—Blackall, chair- 
man, Connecticut; Julian, Alabama; Car- 
penter, California; Palmer, Illinois; 





Yetka, Minnesota; Holmes, Montana; 
Pink, New York; Hopton, North Dakota; 


Tobin, Tennessee; Sims, West Virginia. 
, a. : 
Miscellaneous—Hunt, chairman, Penn- 
sylvania; Gentry, Arkansas; Cochrane, 
Colorado; Reed, Kentucky; Spencer, 


Maine; Smrha, Nebraska; Hopton, North 
Dakota; King, South Carolina; Dawson, 
South Dakota; Ham, Wyoming. 

* * * 

Publicity and Conservation — K i n g, 
chairman, South Carolina; Cochrane, Col- 
orado; Marshall, District of Columbia; 
Harrison, Georgia; Bakes, Idaho; Con- 
way, Louisiana; Schmidt, Nevada; Cum- 
mings, Rhode Island. 

* * 

Social Insurance — Knott, chairman, 
Florida; Hammond, Delaware; Conway, 
Louisiana; Hanna, Maryland; Smrha, Ne- 
braska; Sullivan, New Hampshire; Biel, 
New Mexico; Earle, Oregon; Tobin, Ten- 


nessee; Waters, Texas; Sims, West 
Virginia. 

* * * 
Standardization of Agents’ Applica- 


tions and Licenses—Boney, chairman, 
North Carolina; Julian, Alabama; Car- 
penter, California; Marshall, District of 
Columbia; Holmes, Montana; Gough, 
New Jersey; Bowen, Ohio; Hunt, Penn- 
sylvania; Daniel, Texas; Smith, Utah; 
Mortensen, Wisconsin. 


* * * 
Taxation—Smith, chairman, U t ah; 
Blackall, Connecticut; Murphy, Iowa; 


Hobbs, Kansas; DeCelles, Massachusetts; 
Ketcham, Michigan; Johnson, Mississippi; 
O’Malley, Missouri; Holmes, Montana; 
Earle, Oregon. 

Convention Dates and Meeting Place— 
Palmer, chairman, Illinois; Earle, Ore- 
gon; Daniel, Texas. 

* * * 

Unauthorized Insurance—H o 1 me sg, 

chairman, Montana; Gentry, Arkansas; 


(CONTINUED ON PAGE 11) 








Agents is speaking :— 


did not personally contact. 


pensive losses. 


Independence Square 





Settle in Person 


If the settling Agent in this story had personally de- 
livered the settlement check, he probably wouldn’t have 
lost a sale that could have been his. 


An official of one of our largest corporations had a $5,000 
Endowment maturing in another good company. The Agent who 
wrote the insurance mailed the settlement papers to the insured, 
together with several elaborate proposals for using the money. He 


One of our Agents did. He came away with a check for $10,000, 
the single premium on an Annuity. 
other half was from the matured Endowment policy. The buyer 
jokingly said it wouldn’t be nice simply to endorse the other com- 
pany’s check and hand it over to our man, and so he gave his per- 
sonal check and deposited the Endowment one. 


Salesmanship that fails to follow promptly through in 
face-to-face encounters, lazily or foolishly leaning instead 
on the written or the printed contact, is spotted with ex- 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


One of our General 


Half was fresh money, and the 


Philadelphia 




















Big Gathering on 
All of Next Week 


American Life Convention Will 


Hold Its Annual Meeting 
in Chicago 


SOME NEW FEATURES UP 


Group Insurance Conference Will Be 
One of the Interesting 
Events Scheduled 


Emphasis on social security in the 
national economic planning, resulting 
from the famous old age pension and 
unemployment insurance act and other 
governmental measures adopted and 
projected, makes of unusual interest the 
group round table session to be held the 
evening of Oct. 10 during the annual 
meeting of the American Life Conven- 
tion at the Edgewater Beach hotel in 
Chicago. Ralph R. Lounsbury, presi- 
dent of the Bankers National Life of 
Montclair, N. J., will be the chairman. 

A tentative program of 21 suggested 
subjects was bulletined at the suggestion 
of Mr. Lounsbury. 


Group Round Table Subjects 


Among the group round table sub- 
jects and questions proposed for discus- 
sion are: 

1. Merits and demerits of group in- 
surance on so-called association groups, 
such as organizations of business or pro- 
fessional men; underwriting rules where 
the employer-employe relationship does 
not exist; types and classes of this busi- 
ness that can be safely accepted? 

2. What is the policy of companies 
not now writing the old total and perma- 
nent disability benefit regarding the 
continuance of this benefit in old poli- 
cies? If it is to be removed from an 
old policy, how is this accomplished? 
Why cannot the old disability benefits 
be issued at an extra premium? 

3. Is the new extended death benefit 
being written to a limiting age What 
is the experience of group companies on 
the “extension of benefits” clause? 

4. Doregular group policies issued to 
smaller groups permit continuance of 
insurance after termination of employ- 
ment in the event of pensioning? Under 
other circumstances? 


Labor Union Groups 


5. What has been the mortality and 
other experience with labor union 
groups? Can they be successfully un- 
derwritten without requiring evidence of 
insurability? If so, what special under- 
writing precautions? : 

6. What special underwriting require- 
ments are necessary for political groups, 
i. e., groups of employes of cities, states, 
etc.? Merits and demerits of group in- 
surance on government and municipal 
employes. 

7. What is the attitude of companies 
toward creditor group insurance cover- 
ing industrial or credit union loans? 
Covering installment sales of merchan- 
dise? Covering unpaid deposits on in- 
vestment or savings plans? 


Higher Age Groups 


8. Do company underwriting and 
other practices vary for groups in which 
the average age is very high? Very 
low? 

9. What are the practices of com- 
panies regarding the periods for which 
premium schedules are guaranteed in 
new policies? 

10. What are the present general 


rules and practices of insurance com- 
concerning the acceptance of 
(CONTINUED ON PAGE 10) 


panies 





4 


THE NATIONAL 








UNDERWRITER 








October 4, 19 








Women’s Club Is Advised 
to Rely on Life Insurance 


INVESTMENT IS _ DIFFICULT 





Inexperience in Business Life Causes 
Dissipation of Money; Assured 
Income is Essential 





Women of the United States own 70 
percent of the wealth of the country and 
are beneficiaries of 80 percent of the life 
insurance in force, yet they are as a class 
badly uninformed about sound invest- 
ment practices and on the average dis- 
sipate life insurance proceeds in seven 
years, Mrs. Lorraine L. Blair, head of 
the women’s department of the S. T. 
Chase agency, Connecticut Mutual in 
Chicago, declared in an address in the 
financial forum conducted by the Cook 
county (Ill.) Federation of Women’s 
Clubs. Mrs. Blair was chairman of the 
forum which was devoted to “Practical 
Finance for Every Woman.” 

She explained to the women that life 
insurance management follows the 
soundest principles, one of which is that 
the safety of investment is in inverse ra- 
tio to the rate of interest. She pointed 





out the great usefulness of life insurance 
during the depression, emphasizing the 
tremendous amount of cash that it sup- 
plied. 

Mrs. Blair told the women that it is 
of primary importance they select a life 
insurance agent who is well qualified to 
write their policies, for the insurance is 
not merely death protection but contains 
in all except the term plan a substantial 
savings and investment feature. “The 
agent assumes the same responsibility as 
erst lawyer who makes the will,’ she 
said. 

She pointed out that at age 65 there 
are twice as many women alive as men 
of any given group which started at age 
25; that 80 percent of the women are 
working for a meager subsistence or are 
objects of charity, public or through 
relatives. Most women know scarcely 
anything about investing funds, she 
said, but this condition is changing 
gradually through the laying of stress 
on income plan. 

“Few people can handle sizable sums 
of money successfully,” she cautioned. 
“Never provide in your life insurance 
for more than an emergency cash sum 
at death. It is most important to have a 
life income, which ends the worry over 
old age.” She pointed out that trust 
agreements make a fine arrangement for 
large estates, while the same service can 
be secured through even a $1,000 life in- 





surance policy by means of settlement 
options. Mrs. Blair reports that women 
today are keenly interested in the sub- 
ject and are becoming increasingly 
aware of investment hazards. 


J. E. Dunne Out of “Index” 


A rift in the domestic and business 
life of James E. Dunne, publisher of the 
“Insurance Index” of Chicago, has 
caused his elimination from that publi- 
cation. Mrs. Ida L. Dunne, wife of 
James E., who recently obtained a de- 
cree of divorce, is now president of the 
publishing company. Charles D. Dunne, 
the son, is editor; R. E. Jacobson, man- 
aging editor; Roy A. Hunt, vice-presi- 
dent and general manager; L. J. Lally, 
formerly with A. M. Best Co., vice-presi- 
dent; and W. J. Isaac, statistician. 


New, Heavy Miami Tax 

MIAMI, FLA., Oct. 3—In an effort 
to balance its budget the city of Miami 
has passed an ordinance, effective Oct. 
i, fixing a license fee of $110 a year to 
be paid by insurance companies for each 
agency commissioned in Miami. The 
former license was $110 for each com- 
pany without reckoning the number of 
agencies. 

The ordinance covers casualty, fire 
and life companies and funeral benefit 
associations. 
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National Advertising 
Prepares Prospect Field 











50 UNION SQUARE 
GUARDIAN OF AMERICAN FAMILIES FOR 75 YEARS! 


During October, three nationally circulated magazines will 
carry Guardian advertisements that will help Guardian under- 
writers to develop a profitable Fall and Winter Market. 


Saturday Evening Post—with 3,000,000 circulation 
New York Times Magazine—with 728,351 circulation 
Automobile Trade Journal—with 69,986 circulation 


Total circulation: —3,798,337 —a vast field of pre-approached 
prospects for personal harvesting. | 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


ESTABLISHED 1860 


NEW YORK CITY 














New Trustee 












































FRANK B. SUMMERS, Omaha 






Frank B. Summers of Omaha, why 
was elected a trustee of the National Ay 
sociation of Life Underwriters at th 
Des Moines convention, is agency o. 
ganizer for the New York Life in th 
Nebraska branch. He entered the lik 
insurance business 22 years ago for the 
New York Life at Edmonton, Alt, 
Two years later he was made agency ¢- 
rector with headquarters at Calgary. At 
that place he served two terms as pres- 
dent of the Calgary Association of Life 
Underwriters and one term as president 
of the Provincial Association of Life 
Underwriters of Alberta and one term 
as provincial representative of the Do- 
minion Association of Life Under 
writers, 

Mr. Summers went to Omaha 1) 
years ago. He served one term 3 
president of the Omaha Association 
Life Underwriters and under his a¢- 
ministration the dues were doubled and 
also the membership. He was president 
of the Nebraska state association and 
for five years was national membership 
representative for his district. 







Ethics Code for Mutual Benefits 


ST. PAUL, Oct. 3—A code of ethics 
has been drawn up and approved by the 
members of the newly-organized Mir- 
nesota Alliance of Assessment Benefit 
Associations. At a meeting here 19 of 
the 31 associations in the state were rep- 
resented and H. P. Smith, president, ex- 
pects 100 percent membership when the 
organization is fully completed. 

The code of ethics carries out the 
suggestions made by Commissioner 
Yetka for improving the standards o 
the assessment companies operating in 
Minnesota. 


— 


Massachusetts Mutual 
Will Go on the Air 


On Sunday, Oct. 13, the first broad- 
cast of the Massachusetts Mutual's fine 
radio program “Jewels for Tomorrow 
will go out from leading stations. Th 
series will be continued every Sunday 
afternoon for 26 weeks to April 5. The 
series is built around the idea that the 
popular selections of yesterday and to- 
day will become the musical “Jewels 0! 
Tomorrow.” Thus Victor Herberts 
sprightly “Kiss Me Again” will share the 
program honors with Hoagy Carmich- 
ael’s “Stardust,” and the musical com 
edy airs that the world whistled fiftees 
years ago will be interspersed with the 
best musical hits of today. : 

The music of Palmer Clark’s nation 
ally famous symphony orchestra will be 

























featured, along with a bright array 0 








guest soloists, the Cadets Quartet, am 
readings by Jean Paul King. 
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An Important Message 


PERSONAL COPIES OF THIS LETTER 
HAVE BEEN SENT TO EXECUTIVES 
OF ALL LIFE INSURANCE COMPANIES 


In view of the situation that has been caused by reason of 
publishers of life insurance reports rating or recommending companies, The 
National Underwriter wishes to make known the policy it will pursue in connec-— 
tion with the publication of financial and company information in its Unique 
Manual Digest for 1936. 


Stated briefly, our next Unique Manual Digest will contain 
all of the useful information to be found in any other book of life insurance 
reports except the opinion of the publisher regarding the quality of each 
company reported, and with no rating or recommendation. In other words, all 
of the facts regarding finances of every legal reserve life insurance company 
will be presented in full. 


While our book will contain no recommendations or ratings, 

it will set forth a complete financial picture of each company. We do not 
believe in ratings or recommendations, but neither do we believe in with-— 
holding information or in presenting incomplete information regarding any 
company. Our policy is one of presenting the facts in detail, and not one of 
undertaking to classify or catalogue the companies reported on. We do not 
believe that information in a reference book should be affected by private 
prejudices or advertising patronage. 


The Unique Manual Digest already has the best, the fairest 
and by long odds the most complete analysis of financial statements to be 
found anywhere and without any coloring of opinion or ratings. We are going 
to add the items that have seemed valuable but which heretofore have been omit— 
ted for want of space. The effect of this will be to provide a book containing 
all of the features that have been found useful in the past, plus considerable 
additional information which life insurance executives have told us should 
be embodied in order to make the Unique Manual Digest outstandingly complete. 
The policy information, rates, etc., of course will be the same as now. 


The most notable addition that will be made will be a com— 
parative progress table for five years and then each five years back to 1910 
giving assets, net reserves, surplus, insurance written, insurance in force. 
This table will spread all across the page and will be easy to read either up 
or down. Investments will be further analyzed to show public utility bonds. 
There will be other additional information but there will be no reduction 
in the amount of information that has been shown in the past. 


Ours is the largest independent insurance publishing organ- 
ization in the world. We have been continuously in business since 1897. The 
quality of the material we produce is well known and has earned us a reputation 
of which we are proud. We are convinced that the Unique Manual Digest that we 
will publish next year has become a necessity, and that there is a real demand 
for a publication such as we are planning. 


Our purpose in writing you now is to familiarize you with the 
scope of our new Unique Manual Digest. We believe that with it any life in- 
surance man will be able to secure every desired fact, and yet the whole work 
will be compiled, as all of our statistical books are, wholly uninfluenced 
by patronage, pressure or prejudice. 
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Fraternal Group 
in Reorganization 


Scope of N. F. C. to-Be Enlarged; 
Farrell Is Appointed as 
Manager 


SET MID-YEAR MEET DATE 


Executive Committee in Chicago Session 
Takes Significant Step to 
Improve Services 


Reorganization of the headquarters 
office of the National Fraternal Congress 
in Chicago was effected by the execu- 
tive committee at a meeting there this 
week, the purpose being to enlarge the 
scope and increase the service to mem- 
ber societies. 

Miss Frances R. Leahy, who has been 
executive secretary for eight years, be- 
ing officially reappointed. year after year, 
was not reappointed, nor was Thomas 
H. Cannon, secretary-treasurer, who is 
head of the Catholic Order of Foresters. 
In their place to discharge all the func- 
tions was appointed Foster F. Farrell 
of Des Moines, with the title of secre- 
tary-treasurer and manager. The change 
was made effective Oct. 1. 


Amplify Bond Service 


Another important change was taking 
over all functions of the bond informa- 
tion committee which was organized a 
year ago with 22 members of the society 
cooperating. M. A. Zollar, who has 
been executive secretary for this com- 
mittee for upward of a year is not taken 
over in connection with the work by the 
congress’ executive committee, he hav- 
ing been employed by the bond informa- 
tion committee heretofore. Another 
change in line with the resolution 
adopted at the Pittsburgh annual meet- 
ing of the congress is elimination of the 
post of publicity committee chairman, 
held by Mrs. Elizabeth M. Mehan of 
Milwaukee, editor Catholic Order of 
Foresters. 

The executive committee also set the 
date Feb. 21-22, 1936, for holding the 
mid-winter meeting of the various con- 
gress sections in Chicago. 


Farrell Experienced Man 


Mr. Farrell has had broad experience 
in the bond field, since studying at the 
University of Nebraska. For 12 years 
he was in charge of the Des Moines of- 
fice of George M. Bechtel & Co. He 
has been active in municipal bond re- 
organizations and refunding, and has in- 
timate personal knowledge of the activi- 
ties of bondholders’ protective commit- 
tees. This experience was considered 
highly important since the fraternal so- 
cieties carry a very large proportion of 
municipal bonds in their assets and have 
had considerable trouble with defaults 
during the depression period. 

For the last year and a half Mr. Zol- 
lar has resided in Astoria, Ore., repre- 
senting the Port of Astoria and City of 
Astoria bondholders’ protective commit- 
tees. 


Desire Broader Services 


Miss Leahy, the retiring executive 
secretary, left this week for Milwaukee 
where she will devote herself to rest 
and recreation for a month or so. The 
executive committee expressed appre- 
ciation for her efficiency in the secre- 
tarial duties. The change came about 
through a decision of the congress mem- 
bership at the Pittsburgh meeting that 
scope of the congress work and service 
should be considerably enlarged and the 
services of a man of broad experience to 











Wins “Acquittal” 














SAM T. CHASE 


The usual “surprise” party in the in- 
surance business may be an enjoyable 
function, but it lacks the element of 
surprise. An exception was the party 
last week marking the completion of 
30 years of service as Chicago general 
agent for the Connecticut Mutual Life 
by Samuel T. Chase. 

Although Mr. Chase knew that some- 
thing was being done for him, when the 
extent of the party and when President 
James Lee Loomis of the Connecticut 
Mutual Life and Vice-president Peter 
M. Fraser and H. M. Holderness ap- 
peared from behind a curtain after Mr. 
Chase had entered the banquet room 
and had seen the assemblage of his own 
agency people and other Chicago gen- 
eral agents, those who had engineered 
the function derived great satisfaction 
from the obvious shock of surprise and 
delight on the part of Mr. Chase. This 
was a complete surprise. Mr. Chase 
the day before had received a wire from 
Mr. Fraser expressing regret at his in- 
ability to be with Mr. Chase on his 30th 
anniversary. 

The party was carefully planned and 
a number of unusual features were 
introduced. 


Skit Is Presented 


A skillfully presented skit was staged, 
taking off an average morning in Mr. 
Chase’s office. E. J. Brandt, who re- 
sembles Mr. Chase in stature, personi- 
fied his general agent in a manner that 
delighted all who are acquainted with 
Mr. Chase. 

The business of the evening was the 
acquittal of Mr. Chase on the charge 
of “rebating and deceiving your policy- 
holders, dubbing at golf, being a poor 
sport without friends, a hard slave 
driver, an enemy to our government and 
plotting the downfall of your company.” 
Robert B. Marsh, one of the big pro- 
ducers in the Chase office, was the at- 
torney for the defense and introduced 
the various defense witnesses, all of 
whom fell into the spirit of the program 
and pretended to be defending Mr. 
Chase before a court. The home office 
people gave expression to their affec- 
tion for Mr. Chase, and Mr. Loomis 
presented the “defendant” with a silver 
platter, that had been inscribed by spe- 
cial order of the board of directors. 


Several Give Talks 


Mr. Chase’s associate general agent, 
Delos Higman, spoke for the agency, 
Lorraine Blair spoke for the women’s 
department, Edward B. Thurman, gen- 
eral agent for the New England Mutual 
Life, spoke for the general agents of 
Chicago, and Louis J. Fohr, another 
general agent for the Connecticut Mu- 
tual in Chicago, spoke for the Connec- 
ticut Mutual general agents. A _ bou- 
quet of 30 roses was presented with a 
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Seek to Ascertain Purpose 
of Memphis Resolution 





RESOLUTIONS ARE SENT OUT 





Commissioners Not Present at Southern 
Conference Are Asked to Express 
Their Opinion 





Copies of the resolution on the sub- 
ject of tax ferrets that was adopted re- 
cently by a gathering of 13 southern 
insurance commissioners at Memphis 
are being sent to those state officials 
who did not attend the session. The 
other commissioners are requested to 
register their attitude. 

The resolution provides that the ac- 
tivities of the tax ferrets in examining 
insurance companies shall be under the 
general supervision of a special com- 
mittee of the National Convention of 
Insurance Commissioners. 

The report is that insurance commis- 
sioners of seven southern states have 
entered into contracts with Merkle & 
Martin and other tax ferrets permitting 
all such to go on a fishing expedition 
for back taxes. Some of the other com- 
missioners are seeking to ascertain the 
real purpose of the Memphis resolution. 
If it is intended to get the seven south- 
ern commissioners out from an embar- 
rassing situation, then some of the other 
commissioners would be willing to lend 
a hand. However, many officials would 
not sign the memorial if its purpose is 
to promote the interests of the tax 
ferrets. 


Exempt Proceeds from Execution 


The Wisconsin legislature has enacted 
a new subsection relating to exemptions 
from execution. It provides that all 
sums due or to become due and payable 
or paid any person by any life insurance 
company or association or health and 
accident insurance company or as- 
sociation, for partial, total, temporary 
or permanent disability under any con- 
tract or policy of insurance, but not ex- 
ceeding $150 a month, are exempt from 
execution of judgments. 

The statutes relating to mutual bene- 
fit societies also have been amended so 
that such societies are subject to the 
law already applying to other life insur- 
ance companies or organizations, pro- 
hibiting the misrepresentation of terms 
of policies or the making of statements 
willfully misrepresenting any other life 
organization by incomplete comparisons. 


Cincinnati Actuarial Club 
The newly formed Actuarial Club of 
Cincinnati held its first meeting last 
Tuesday. Officers elected are: A. J. 
Koeppe, Union Central, chairman; E. E. 
Hardcastle, Union Central, vice-chair- 
man, and R. J. Learson, Western & 
Southern, secretary. By-laws were pre- 
pared and approved. There are now 18 
members and several more will prob- 
ably be taken in later. Meetings wifl 
be held once a month at which a pre- 
pared paper will be read, discussing 
problems of a general actuarial nature. 


Lindquist Trial Delayed 
The trial of Gustaf Lindquist in Chi- 
cago on the charge of conspiracy to loot 
the Abraham Lincoln Life of Spring- 
field, Ill, has been delayed until Oct. i1. 
The delay came when motion was en- 
tered to quash the indictments against 
him. That motion will be argued Oct. 
11. Lindquist was formerly insurance 
commissioner of Minnesota. He was 
made president of the Abraham Lincoln 
Life when a number of associate gained 
control of that company, using funds ob- 
tained feloniously from a Chicago bank. 








timore, head of the Connecticut Mutual 
general agents’ association. 

Mr. Chase is the oldest general agent 
in point of length of service with one 
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Farm Mortgages 
As Investment 


Col. C. B. Robbins Speaks Befo,MMBondition 
the Mortgage Bankers to § 
Association 
TELLS INSURANCE ANGijijs WIS 
Federal Government Has Practicalyimyiew Lif 
Preempted This Field and Life Mean 
Companies Are Waiting i 
FRENCH LICK SPRINGS, INp, NEW — 
Oct. 3.—Col. C. B. Robbins, manager oif/mpons of 1 
the American Life Convention, spoke fmgbstract ju 
before the annual meeting of the Mort. {image by the 
gage Bankers Association here today, fment to 
Although it is only a question of tine Mmempting f 
before farm mortgage loans will regain Mimbie insure 
their supremacy as one of the principal fithe paym' 













uties. 
The Lo 
t the las 


sources of investment, farm loans shoul 
receive a much more favorable interes 
rate, and probably will do so in the fu. 


ture, he declared. Institutional lenders JMhave done 
will have to meet federal interest rates, Mienate bu 
Col. Robbins said, which will mean a JM... prob 


substantial reduction from the rate of 


the pre-depression period. strategical 


orse-trad 


Should Return to Private Hands own meri 


He believes that the country is on the ” 
eve of a boom in farm land. Colond It has | 
Robbins said that all should be warned Ri job is th 


minimum 
owere 
igher es 


that the land offered as security for 
loans is fertile, that all mortgages con 
tain amortization provisions and that 







the rates are low enough to meet gov- Mets are 
ernmental compétition, thus making Mamong tl 
farm ownership attractive. When these Ji ow thei 


empt life 
specifical! 
ax on t 
0 appeai 
that it v 
tates an 
oppositio 
ground t 
the princ 


objectives are attained, in his opinion, 
the vast business of farm loans will be 
returned to private lending agencies 
where it belongs. Thus as the federal 
government is outside of its sphere in 
making private loans, Colonel Robbins 
said, so are private agencies in owning 
and operating real estate. They should 
offer liberal mortgages at a low rate of 
















interest to purchasers in order to expe- M 
dite the return of land to individual own- There 
ership. that the 
Interesting Statistics Given rather th 
ance pr 

The farm income available for pay- IY duties, 
ment of interest, taxes and other fixed Bithe adn 


amendm 

those at! 
"mary pt 
 hamstrin 
faise rey 
ministra‘ 
measure 
sion the 
being di 


charges last year was $7,300,000,000 as 
compared with $5,337,000,000 in 1932. 
When both state and national govern: 
mental meddling stops and investors art 
given the property security guaranteed 
by the constitution, capital will agai 
be placed on the security of farms, he 
said. So far as the life companies art 
concerned, he pointed out the fact that 


on Dec. 31, 1927, the total farm loans FP painless 
carried by them was $1,982,548,000. O0 B Exem 
July 31 of this year the total was $84 would 
412,000, a decrease of $1,139,136,000. The i taking 

percentage of total investments of FF funds fc 
money made annually by life compames ) Withou 


that est: 
through 
i tate tax 
penses, 

destruct 
the heir 
except 

Who pi 
give-aw 


in farm loans has dropped from 11.1 per 
cent in 1928 to 1.5 percent in May, 195. 
To offset this the total real estate owned 
by life companies has increased from 
$254,608,000 in 1927 to $1,594,177,000 
Dec. 31, 1934. The farm loan invest 
ments of 25 leading life companies ave 
aged approximately $600,000 per wee 
during the first eight months of 1933 a 
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compared with an average of $900,002 Some 
1932, $2,000,000 in 1931, $3,000,000 in the F° exempti 
years 1928 to 1930. F ignated 
On the other hand, the federal lan that an 
banks have increased their farm loans marked 
tremendously. They have increas lieve tt 
more than the decrease in life insurance refute 
loans. The federal government, he “- is tryir 
has preempted the farm loan busine ; Place f 
There is no doubt, he declared, that or man y 
the first time very little life insurance : pt 
i 











message from Warren Magruder of Bal- 


company, in- Illinois. 


(CONTINUED ON PAGE 11) 
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Policy Exemption 
Is Good Politics 


onditions Favorable for Congress 



















ars to Save Proceeds from 
Estate Tax 

ANGLES WISE PUBLIC POLICY 

racticaly view Life Insurance Provision as 

Life Means of Aiding Government 


in Collecting Levy 
















NEW YORK, Oct. 3.—Considera- 


hons of practical politics as well as 


» IND 


nager oj 

|, Spoke mpbstract justice augur favorably for pass- 
Mort. Mage by the next Congress of an amend- 
> today, fMement to the revenue act of 1935 ex- 
of time fempting from federal estate taxation 
| regain [bie insurance proceeds earmarked for 
vrincipal fmthe payment of federal or state death 


duties. 
The Lonergan amendment, proposed 


3 should 
interest 


the fy. Meat the last session of Congress, would 
lenders Mehave done this. It was passed by the 
t rates, [senate but lost out in the house. It 
pk was probably tossed overboard as a 
Ss strategical sacrifice in senate-house 
orse-trading rather than losing on its 

nds pwn merits. 

















Expect Bitter Opposition 
It has been said that a tax-gatherer’s 


job is that of plucking a goose with a 
inimum of noise from the goose. The 


on the 
Colonel 
warned 
ty for 


S con: lowered exemptions and drastically 
d that MP higher estate taxes in the upper brack- 
t gov Mets are arousing bitter opposition 
naking Me among the wealthy and those who fol- 


low their leadership. Refusal to ex- 
empt life insurance proceeds which are 
pecifically set aside to pay the estate 
ax on the rest of the estate is likely 
0 appear so unreasonable in principle 
that it will give those with large es- 


1 these 
pinion, 
vill be 
encies 
ederal 
ere in 


bbins Pe tates an excellent basis for stirring up 
wning J Opposition to the administration on the 
should Heground that it is riding rough-shod over 
ate of [the principles of fairness and decency. 


expe- 
Own- 


Might Gain by Exemption 


There are good arguments to prove 
that the federal treasury would gain 
rather than lose by exempting life insur- 
ance proceeds earmarked for death 
pay- HR duties, This being so, opposition by 
Hthe administration to an exemption 


ee ‘ amendment would lend ammunition to 
om those attempting to prove that the pri- 
pes won purpose of the new taxes is to 
‘teed amstring the wealthy rather than to 
cin raise revenue. On the other hand, ad- 
ci ministration sponsorship of such a 
” measure would help give the impres- 
hat Psion that everything within reason is 
) being done to make the new taxes as 
(On | Painless as possible, 
a; “xemption of earmarked proceeds 


besa stimulate widespread interest in 
te hs hy this means of assuring liquid 

2 we s for ithe payment of death duties. 
ithout life insurance it often happens 
‘that estates are bankrupted when losses 









ee Brough forced sale of securities for es- 
as ate taxes are piled on top of other ex- 
000 amet _ Such forced sales are entirely 
est: th eb Both the government and 
an ba tirs lose heavily, and no one gains, 
eck an a perhaps a shrewd speculator 
ee WhO picks up the sacrificed assets at 
a sat cai prices. 
the Ph of the most active advocates of 
hee ae 2 life Insurance proceeds des- 
and bye for death duties strongly feel 
ans bev other form of property so ear- 
std BB) lieve y | should be exempt. They be- 
nct Be refute such a broad exemption will 


is. tryi ny assertion that life insurance 
place Ie to gain an especially favored 
om h, itself and will be fair to the 
some Ww z 1S _uninsurable or who for 
ssn other reason has to provide his 

€ tax fund in some other manner 
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than through life insurance. Retire- 
ment annuity contracts have been used 
by some for this purpose. 

It is, of course, possible to gain ex- 
emption from estate taxes on life in- 
surance bought to pay the tax if the 
insurance is taken out by- the. wife or 
by the insured assigning the policy to 
his wife and giving up ail incidents of 
ownership, but this has some disadvan- 
tages. One of the chief of these is the 
fact that if the wife should die before 
her husband the cash value of the in- 
surance would have to -be included in 
her estate for estate tax purposes. 


Seeks Ancillary Receiver 
Suit for an ancillary receivership for 
the Federal Union Life of Cincinnati, 
and an injunction restraining its agents 
from collecting premiums, has been filed 
in Franklin circuit court by Commis- 
sioner Reed of Kentucky. 


Urges FHA Investments 


Commissioner Hunt of Pennsylvania 
has sent a communication to officials of 
1,088 insurance companies urging them 
to invest in residential first mortgages 
insured by the Federal Housing Admin- 
istration. He was requested to do so 
by J. G. Boardman, eastern Pennsyl- 
vania district director for the FHA. 








Iowa Commissioner New 
National Legion Head 











Ray Murphy, insurance commissioner 
of Iowa, last week at the annual gather- 
ing of the American Legion in St. 
Louis, was elected national commander. 
Thus the insurance business is repre- 
sented in that high position for the sec- 
ond successive year. The retiring na- 
tional commander is Frank N. Bel- 
grano, Jr., president of the Pacific Na- 
tional Fire of San Francisco and vice- 
president of the Occidental Life of Los 
Angeles. 

The insurance people who have come 
to know Mr. Murphy since he became 
the Iowa commissioner, understand why 
he has been given this preferment. He 
is a hearty and jovial man, with a warm 
manner. 

The life insurance leaders in Iowa 
have formed an attachment for Mr. 
Murphy because he is striking hard in 
an attempt to drive the post mortem, 
benevolent associations from the state. 
The agents of legal reserve institutions 
are not so much concerned about the 
activities of these benevolent associa- 
tions, as direct competitors, because for 
the most part they reach the lower in- 
come group and most of their certificate 





holders are not insurable. However, the 
legal reserve people do fear that the 
claim practices of these concerns will re- 
act against life insurance as a whole, be- 
cause many people will fail to distin- 
guish between these outfits and sound 
insurance organizations. 

Mr. Murphy will take a year’s leave 
of absence from jhis post as Iowa com- 
missioner. Arrangements have already 
been made with Governor Herring and 
the leave will be effective at once, with- 
out salary from the state. 

During his absence the insurance de- 
partment will be in charge of the first 
and second deputies, M. V. Pew and 
John Speidel. 


Mallory Gets Bigger Field 

Arthur Mallory, formerly with the 
Equitable Life of New York at Grand 
Forks, N. D., Minneapolis and Roches- 
ter, Minn., has taken over general man- 
agement of the Provident Life of Bis- 
marck in enlarged offices in the Fargo 
National Bank building. The Fargo 
territory, previously Cass county, now 
embraces all Red River valley counties. 
For ten years Mr. Mallory headed the 
Grand Forks branch of the Equitable. 
Then for a year he was in the Minne- 
apolis office, leaving there to become 
assistant in the Rochester branch. B. 
C. Gallagher will remain as Fargo man- 
ager of the Provident Life. 








Interested? 








MINNESOTA MUTUAL’S 


New ordinary business in August was 
27.7% over August, 1934. 


§ A Liberal General Agency Contract— 
§ A Financing Plan for the Agency— 
§ A Plan for Financing your men— 
§ Unique Sales Helps— 


olicy for every purpose— 
§ A Policy f ry purp 
juvenile, women, group, wholesale, etc. 


§ A tested Organized Selling Plan 
§ A detailed plan for finding—training men 
§ A unique supervisory system 
§ Accounting methods for your office that tell you just 

where you're heading 


§ An understanding, cooperative, sympathetic Home 


Office 


§ An old substantial, Mutual Company—over 50 years 
—Not too big to know you— 


Big enough to command respect anywhere 


Then ask for our FACTS booklet! 
HAROLD J. CUMMINGS, Vice President 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
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Find Imperfections in Many 
Programs of Life Insurance 





W. A. R. Bruetl, Jr., general agent 
for the Home Life in Cincinnati, makes 
the observation that many of the life 
insurance programs that are being set 
up in lieu of lump sum settlements, con- 
tain imperfections. Mr. Bruehl states 
that there are five imperfections com- 
monly discovered. These, he terms, 
“bugs.” ; 

Mr. Bruehl states that many policies 
providing one sum insurance to cover 
costs, taxes, etc., have a contingent 
beneficiary who is a minor. If a one 
sum amount is required to pay these 
debts of the insured, this contract, he 
states, should legally be made payable 
to the insured’s estate. This means that 
the one sum insurance would come 
under administration and itself be sub- 
ject to cost and taxation, so that of each 
$1,000 left under such one sum payment, 
only about $850 would be available to 
meet other debts, taxes and costs. If 
$10,000 is actually needed for cleanup 
cost and taxes, probably $12,000 of in- 
surance should be provided. 


Defeating Purpose of Contract 


Because of the fact that the proceeds, 
if left payable to the insured’s estate, 
would be subject to taxation and cost 
of administration, in the average pro- 
gram, one sum insurance for cleanup 
purposes is made payable to the wife 
with the understanding that she would 
logically use it for the purpose intended. 
But frequently a minor child is named 
as contingent beneficiary and this de- 
feats the purpose of the contract. Should 
the insured survive the wife and die 
before a beneficiary change is made, 
the contingent beneficiary would get 
the proceeds. The guardian or trustee 
of a minor child would not be permitted 
to pay that child’s parents’ debts. 

If it is desired to keep a fund out of 
an estate and reliance is to be placed 
upon the wife to choose the funds for 
cleanup, according to Mr. Bruehl, then 
the contract should be drawn payable 
to the wife if she survives to receive 
the proceeds, otherwise to the insured’s 
estate. 

Liquidating a Mortgage 


The second common imperfection, ac- 
cording to Mr. Bruehl, is similar to the 
first. It consists of naming a minor 
contingent beneficiary in a contract 
that is designed to liquidate a mort- 
gage. A trustee beneficiary for this 
purpose under agreement to carry out 
the insured’s wishes is desirable, even 
though it would entail a fee. 

A third “bug” he said is often found 
in the educational opportunity fund pro- 
gram. 

Often the educational form is drawn 
so that proceeds during the child’s mi- 
nority will be payable to the mother, 
“as trustee for said child.’ Mr. Bruehl 
contends that this should not be done in 
the absence of an actual trust estab- 
lished, since the trend of court deci- 
sions is that anyone dealing with a trus- 
tee does so at his peril and is more or 
less responsible to see to the proper 
application of the fund. The most logi- 
cal method is to have such funds due a 
minor paid to the mother if living, 
“whether or not she is the legally ap- 
pointed guardian” without any state- 
ment such as “for the use of said child.” 
Of course, if the mother should not 
survive, such payments could only then 
be receipted for by the duly appointed 
guardian. 


Cash Payment to Beneficiary 


Another “bug,” he states, “is the fail- 
ure to make provision under an income 
option for a cash payment to the pri- 
mary befieficiary’s estate. The primary 
beneficiary will have last costs, funeral 
expenses, etc. Someone must pay the 
primary beneficiary’s bill and the guard- 
jan of the minor children is not per- 
mitted to do so. A certain amount of 





the principal from which monthly in- 
terest is being paid, should follow to 
the estate of the primary beneficiary. 
If the primary beneficiary has nothing 
else but his or her life interest in life 
insurance, friends may have to pay the 
expenses of the funeral. In addition, he 
said he favors having an additional sum 
available to the primary beneficiary’s es- 
tate at death. A primary beneficiary 
should have a fund that she can will as 
she pleases, possibly to some friend or 
companion of her old age. 


Protecting the Beneficiary 


“Bug,” No. 5, he said, consists in the 
lack of interest of agents, where state 
laws permit, of throwing around bene- 
ficiaries the same protection against 
claims of creditors, that the insured en- 
joys. Some agents contend that by so 
doing, it makes for extravagance and 
unscrupulousness on the part of bene- 
ficiaries; that they should be held re- 
sponsible for the debts which they con- 
tract in their after lifetime. However, 
Mr. Bruehl contends that most people 
are honest and such a safeguard around 
beneficiaries guards them from the un- 
scrupulous. In connection with one 
sum fund set up for cleanup purposes, 
the contract should be on a “held at in- 
terest” basis, with withdrawal rights, 
and with reversion of the proceeds to 
the insured’s estate should the bene- 
ficiary not live long enough to settle the 
last cost of the insured. 

“If we are planning life insurance 
estates,’ Mr. Bruehl concludes, “we 
must do the jobs thoroughly and care- 
fully, because the inflexibility of the 
contractual nature of the life insurance 
estate does not permit of any correction 
after the insured becomes the decedent.” 


Federal Receiver Sought 





Action Started in Detroit to Remove 
Detroit Life from the Hands of 
Insurance Commissioner 





Action has been started in the United 
States district court in Detroit seeking 
to force the appointment of a federal re- 
ceiver for the Detroit Life. For some 
time Commissioner Ketcham has been 
in charge of the Detroit Life, as a cus- 
todian, in connection with receivership 
proceedings in Ingham county circuit 
court at Lansing. Apparently the new 
move is an attempt to remove control 
from the commissioner. 

The action was started by R. H. Fin- 
neren, who was described as a stock- 
holder and creditor. His attorneys are 
Levin, Levin & Dill. That is the firm 
that has been representing the Life In- 
surance Company of America, formerly 
the American Insurance Union, Inc. of 
Columbus, O., that was one of the 
bidders for the reinsurance of the De- 
troit Life business. 

The Finneren group challenges the 
jurisdiction of the Ingham county court, 
charging that Commissioner Ketcham 
has exceeded his authority and alleges 
that Finneren has a right to a hearing 
in United States court on the ground he 
has been deprived of property without 
due process of law. 

The federal court is asked to author- 
ize liquidation under Michigan public 
act 327 of 1931. Assistant Attorney 
General Wilson states that this act is 
the general corporation code from 
which insurance companies are specif- 
ically/ exempted. 

Several proposals for reinsurance of 
the Detroit Life were received but all 
were rejected as being unsatisfactory in 
view of the improved assets and the 
commissioner was continued as custod- 
ian pending the receipt of new offers. 

In 1933 a law was passed in Mich- 
igan providing that a receivership ac- 
tion against an insurer could be started 











New President 























D. BOBB SLATTERY, Philadelphia 


D. Bobb Slattery, assistant to the 
agency vice-president of the Penn Mu- 
tual Life at its head office, was elected 
president of the Life Advertisers Asso- 
ciation at its annual meeting at Swamp- 
scott, Mass., this week. 








only by the attorney general on ap- 
plication of the commissioner. 

Arguments were heard Tuesday and 
Wednesday before Federal Judge Moi- 
net in Detroit. Levin, Lewis & Dill, ap- 
pearing as attorneys for Mr. Finnerman, 
contended that the state court which ap- 
pointed Commissioner Ketcham receiver 
did not have jurisdiction and that the 
case should have been brought in fed- 
eral court. They asked that a receiver 
be appointed by that court. Three 
members of the attorney general’s staff 
appeared for the insurance commis- 
sioner, arguing that the state court does 
have jurisdiction, that such jurisdiction 
was properly acquired and that the com- 
missioner was legally appointed re- 
ceiver. 





Syllabus Being Distributed 


The 1935-36 syllabus for the educa- 
tional courses of the Life Office Manage- 
ment Association Institute is now being 
issued to member companies and others 
interested. Already over 100 companies 
have indicated their intention of regis- 
tering students this fall, according to 
Frank L. Rowland, executive secretary. 
A number of universities, the most re- 
cent being New York University, have 
adopted the L. O. M. A. Institute cur- 
riculum as the basis for undergraduate 
courses in life insurance. 

The syllabus sets forth 10 compre- 
hensive courses in life insurance and 
advanced life insurance. A syllabus for 
the graduate courses will be issued later. 


Exceeds Population Curve 


Although in the 25 years since 1910 

the population of Canada has increased 
less than 50 percent, insurance in force 
on the lives of Canadians increased 
from $780,000,000 to $6,220,000,000, an- 
nual premiums went up from $26,500,000 
to $212,000,000; per capita insurance 
from $110 to $600 and the proportion of 
national income devoted to life insur- 
ance increased more than four-fold. 
These comparisons were made _ by 
George H. Harris, supervisor of the 
field service bureau of the Sun Life, in 
a talk before a lunchceon meeting of the 
oa Underwriters Association of Mon- 
treal. 
_ He estimated that 40 percent of the 
insurance written today is attributable 
to the broadening of underwriting 
rules and to the efforts that have been 
made to bring the service of insurance 
to a greater number of people. 
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Assists Insurance Department ;, 
iners in Pricing Property 
Taken by Foreclosure 













NEW YORK, Oct. 3.— Foun 
less than a year ago, the real estate} 
reau of the New York insurance dep 
ment already has proved itself to } 
the greatest value in helping the depa 
ment’s examiners place a proper yy 
ation on more than a Dillion do} 
worth of property which life compan 
hold as a result of depression forec 
ures. 

Life companies operating in \ 
York state owned at the end of 19 
total of $1,480,722,786 in real estate, 
against $251,346,252 at the end of 19 
and $282,881,557 at the close of 1999 

The 1928 and 1929 figures represe 
largely home office properties, as iti 
foreclosed real estate was held th 
The increase since 1929 is almost 
tirely due to foreclosures, as few how 






























office buildings were built or acquir Pte in 
during the depression period. pf like in 

Manned by a small but expert stéliliigafety N 
the real estate bureau has had to spre Yield 






its efforts intelligently so as to get/ 
picture that would be comprehensi 
and yet not superficial. E. E. Thom 
a real estate man of long practical e& 
perience, is chief of the bureau, a pos 
tion which he won through taking ; 
searching civil service examination. Hi 
assistants, R. L. Sullivan and M4 
Shaughnessy, were selected in the sam 
way. 
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Make Personal Inspections 






In appraising a company’s propertie; 
inembers of the staff inspect personaly 
the real estate in large centers wher 
the company’s holdings are found # 
considerable numbers’ and __localitis 
where local situations bad for real estat 
are known to exist, as in the case ¢ 
Detroit with its severe slump durix 
the doldrums of the automobile indu 

































try, and Chicago with its tax situatin U 
during which people refused to pay ther nus 
taxes. to 
In areas where a company’s prop 
erties are more scattered, the bureat' 
men contact leading real estate mt be in 
and banks in the various localities 0 aan’ 
get informed opinions. Extensive 10% i ott 
is made of photographs. CommeriR® wii, 
photographers are employed to tat setts M 
large pictures, about 8x12 inches, whit himself 
are supplemented by smaller pictus p14: . 
taken by bureau men, each of whoo Jackson 
carries a high-grade camera of the sR) i404 b 
lex type. evening 
Study Depreciation Factor made t 
City maps show the location a! Cota 
company’s real estate, and by being a ie as 
quainted with the class of neighborhoo : hie 
in the various cities the bureau can gt phi € 
an additional check not only on tit ri re 
probable present value but on the pro 2 bane 
able future of the locality as it will c me 
fluence that type of structure. If the th 
properties look as if they have deter tt ‘ 
ated from the time the original valuati' & Pl 
was made, the examiner can be "Fh in A 
formed of this and require the compat! Fy perce 
to set aside a reserve to cover this ¢ 2 poe 


preciation. > in 
The efforts of the bureau have - : “Chart 


entirely on the constructive and @ Virgin 
operative side and the information # ial abj 
background acquired by its staff met the M 
bers makes these men of real value! under 
companies with which they consult. m J.C) 
problem of handling foreclosed PO RS 3: V 
erties in large volume is relatively .* ® from 

one, and the bureau men, become my and o 
clearing house of information Of" Be 1. i. 
best ways of handling various si men | 
tions. of Mr 


The bureau was founded by — absen 






Superintendent Van  Schaick, wh df a lov 
message to the 1935 legislature stress? years 
the importance of having such af ert F, 
ganization.. sons { 
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Needs of Life Insurance, Not 
echanics, Story to Tell 





Some. salesmen still are telling what 
fe insurance is, whereas if they would 
i] what it does, their production rec- 
rd would be greatly increased, M. L. 
Woodward, Detroit manager of the 
jorthwestern Mutual Life, declared in a 
bik on “Get Your Share of What You 
an Get Today.” at a meeting of the 
ie Underwriters Association of Rich- 
mond, Va. : 
‘Most everyone has lost everything 
br something,” he said. “What you and 
have to sell will to my mind answer 
» man’s problem if the life insurance is 
properly written better than anything 
Ise. It is merely a matter of finding 
he man who has the price. There are 
illions all over the country who have 
hought automobiles and other luxuries 
or pleasure purposes during the past 
year who have told at least five life in- 
surance men during the same length of 
ime that they could not even afford to 
buy as small an amount as $1,000 worth 
of life insurance.” 
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Safety Now, Rather than 
Yield Dominant Thought 


Mr. Woodward said safety is sought 
more today than yield. Millions of dol- 
lars are being invested at returns of 
little more than 2 percent. 

There is a fine lesson for-the average 
life insurance agent who is not doing 
what he can do, Mr. Woodward said, 
in the Louis-Baer fight. Joe Louis had 
only a few minutes in which to show 
his superiority. “I firmly believe that if 
more life insurance men knew that there 
were just a certain number of people 
they could call on in every community 
and that if they did not make good on 
some of those people, they would not 
enjoy even the bare necessities of life, 
business would be much better.” He said 
perhaps most agents are handicapped by 





Unusual Tribute Paid 
to Absent General Agent 





A one-day meeting with dinner for 
about 60 agents and guests celebrated 
the 20th anniversary of the Lawrence C. 
Witten general agency of the Massachu- 


© setts Mutual at Cincinnati. Mr. Witten 


himself was not present, due to ill health, 
but his condition is improving. I. B 
Jackson, associate general agent, pre- 


| sided both during the day and in the 


evening and many were the references 
made to the absent chief, who went to 
Cincinnati from Detroit 20 years ago 
and has built up one of the largest agen- 
ciés in the city. Joseph C. Behan, vice- 
President and superintendent of agen- 
cies, related how Mr. Witten had come 
to him 20 years ago, looking, at first, for 
a home office job. Mr. Behan sized him 
up, and said: “I have a tough job for 
you, but you will be equal to it; I want 
you to take the Cincinnati general 
agency,’ which was then pretty well 
tun down. Mr. Witten not only made a 
success of the general agency, but took 
a prominent part in civic affairs, becom- 
na one of the leaders in the so-called 
voret movement. Originally from 
: — he found Cincinnati a congen- 
a abiding place. The family spirit of 
the Massachusetts Mutual in the field 
under the leadership and fatherhood of 
- — was amply demonstrated at 
; itten gathering. General agents 
rom Columbus, Chicago, Indianapolis 
and other cities came on to pay tribute 
to their associate and to encourage the 
pry a the agency under the leadership 
A r. Jackson to carry on during his 
: sence. At the dinner in the evening 
ving cup commemorating twenty 
prog of service was presented by Rob- 
ert F. Ives to one of Mr. Witten’s young 
Sons to take home to his “Daddy.” 





the thought that every one who is in 
good health and has the price and is be- 
tween ages 10 and 65 is a prospect. 

Yesterday’s sales methods may be all 
right, Mr. Woodward said, but if they 
prove more or less unsuccessful for a 
time it would be foolish to continue 
them. Some agents must change their 
method and working habits to get satis- 
factory results today. They must study, 
practice and keep up their enthusiasm if 
they are going to go anywhere. Proper 
prospecting, of course, is an essential 
element, but, Mr. Woodward said, per- 
haps most important is a “burning de- 
sire” to see a certain prospect and the 
feeling that he is going to be sold. 

Action now is what counts, he de- 
clared. “What a man is doing gives you 
a better picture of his ability than what 
he has done or what he says he will do. 
Many young agents are kept back by 
listening to unwise advice given by some 
of the older, over-educated technicians 
who have passed an examination 100 
percent on what life insurance is, but 
seldom think of telling others what life 
insurance properly written will do for 
them. The big problem in many agen- 
cies today is the man who is still at- 
tempting to defend a method that only 
rarely has made good. 


Veterans Are Capable 
of Large Production 


“There is not a single reason why a 
man who has been in the business a long 
time and who has done the things he 
should have done during that period of 
time should not be writing much more 
business than the man who has come in- 
to the business in recent years. He has 
built up a clientele and if he has taken 
care of them after building them up, 
much direct and indirect good results 
should come from them. The law of 
averages always works in every line of 
activity if sufficient numbers are used. 

“You cannot get more out of life in- 
surance than you give to it. The com- 
panies are ready to compensate us if we 
compensate the companies. They would 
rather pay us a lot of money than a 
small amount of money. One’s inactivity 
in this business robs not only himself, 
but his family as well as the families of 
others.” 


Tells Leadership Qualities 


Prof. Ordway Tead of Columbia Uni- 
versity told the Cincinnati association 
that, “Personality is that total, effective, 
dynamic drive of an individual to be and 
do something which is worthful and val- 
uable,” in his talk “Leadership in Busi- 
ness.” 

One of the factors is the regard the 
individual has for the energy factor; the 
degree of vitality and vigor which he 
possesses. It gives persistence, forcefulr 
ness and courage. It is necessary to 
discipline oneself. Power requires pur- 
posefulness—a sense. of direction. There 
has to be a satisfactory outlet for cre- 
ativeness. Effective personality requires 
enthusiasm and an aspect of appreci- 
ativeness for worthwhile things which 
gives a richness to it, he said. The pat- 
tern of personality requires a pattern of 
friendliness, Professor Tead stated. A 
man to have the personality of leader- 
ship must create a sense of integrity in 
other people for him, a feeling “I can 
trust him.” He must be urbane, must 
not take himself too seriously. He must 
have faith in the good, a belief in the 
rightness of things. Cynicism, fear and 
a mechanistic philosophy have no place 
in his makeup. eZ . 

Professor Tead was in Cincinnati to 
address the Life Office Management As- 
sociation. President J. W. Dalzell pre- 
sided. He announced the subject for 
discussion at the November meeting 
would be federal and state legislation as 
it affects insurance. 
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The Well 
That Never Runs Dry 


Not one person in a thousand 
owns adequate life insurance. 
There are millions of men and 
women in employment, who have 
not yet purchased life insurance. 
Every day, thousands of young 
people move from the ranks of 
school and college and university 
into the ranks of wage and salary 
earners. The source of prospects 


for life insurance never dries up. 


Agents of Companies like The 
Great-West Life, backed by un- 
assailable financial security, 
equipped with modern contracts, 


can never fail through lack of 


opportunity. 


t#eGREAT-WEST LIFE 


HEAD OFFICE...WINNIPEG,CANADA 
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Big Gathering on All of Next Week 
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100 percent contributory employes’ as- 
sociation cases? 

11. Maximum amounts for. preferred 
classes under group contracts. 

12. Group insurance based upon ordi- 
nary life and other so-called permanent 
plans of insurance. 

13. Group hospitalization, a supple- 
ment to group accident and health in- 
surance. 

14. On,what basis are the conference 
companies issuing on groups of less than 
50 employees? 

15. Pension groups and their effect 
on the National Security Act. Effect 
on group annuities of the new Social 
‘Security Act? 

16. What demand is there for re- 
imbursement benefits under group acci- 
dent and health policies? 

17. Have any member companies 
tried to include a salary allotment fran- 
chise with each new group contract; 
what result? 


Possible Better Cooperation 


18. Possibility of better cooperation 
among companies not members of the 
Group Association so as to avoid or 
prevent twisting of group policies. 

19. What percentage of premium is 
required for home office expenses? Ex- 
perience of member companies as to the 
amount of service or conservation work 
desirable for successful handling of 
group business; percentage of renewal 
premiums expended in such service and 
manner in which expended? 

20. Claim experience under group ac- 
cident and health insurance: (a) During 
last 10 years, in percent of gross pre- 
miums; discussion of trends; (b) does 
experience of member companies show 
marked differences in claim experience 
between various policyholders traceable 
to: High or low labor turnover in group; 
Size of group; section of U. S.; (c) Ex- 
perience with occupational accident cov- 
erage where included in master policy? 

21. Percentage of dividend safely al- 
lowable and best manner of paying divi- 
dends. 


Under Average Lives Committee 


Another important contribution at the 
annual meeting will be the report of the 
under-average lives committee, to be de- 
livered by E. M. McConney, vice presi- 
dent and actuary of the Bankers Life of 
Des Moines. This will show results of 
a study which has been conducted for a 
considerable time, the purpose being to 
bring up to date the occupational man- 
ual prepared by the Convention in 1931. 

The investment and investment law 
committee will meet Monday evening, 
Russell T. Byers, vice president of the 
American Central Life, is chairman. 


May Form Industrial Bureau 


A project which has been received 
with much interest in the convention 
and will be discussed in the annual meet- 
ing of the Industrial Section Thursday 
is the proposal to form an industrial 
bureau in the executive office, with a 
staff whose functions will be to carry 
on many activities in behalf of indus- 
trial company members, such as studies 
and surveys. J. F. Maine, chairman of 
the section and agency executive of the 
gia Life of London, Ont., will pre- 
side. 

_ There will be a meeting of the valua- 

tion committee at 2 p. m., October 8. 
G. S. Nollen, president of the Bankers 
Life of Des Moines, is chairman of the 
committee. The executive session of the 
Convention will be held Friday after- 
noon, Oct. 11, starting at 2 p. m., when 
there will be committee reports, con- 
sideration of business and election of 
officers for the new year. 

The Legal Section convenes Monday 
and Tuesday; the Financial Section will 
meet Tuesday morning and afternoon, 
the general session will be held all day 
Wednesday and Thursday morning, the 
Industrial Section Thursday afternoon 
and evening, and the Agency Section in 


conjunction with the general session, on 
Friday morning. 

The annual dinner will be Wednesday 
night, featured by Herbie Kay and his 
orchestra and a sound movie, “Flying 
the Lindbergh Trail.” 

The program of entertainment for 
visiting ladies includes a visit to the 
Adler Planetarium Tuesday afternoon, a 
drive along the north shore Wednesday 
afternoon with tea at Deerpath Inn, 
Lake Forest, Ill., and a bridge tea 
Thursday afternoon, with other enter- 
tainment for non-bridgers. 


Legal Section Will Raise the Curtain 


The meeting will start next Monday 
with the Legal Section, presided over 
by James C. Jones, Jr., of St. Louis, 
chairman. At the noon luncheon Mon- 
day Fred E. Inbau of the Scientific 
Crime -Detection Laboratory at North- 
western University School of Law in 
Chicago will give a talk on “Modern 
Methods of Detection of Crime with 
Particular Emphasis on Detection of 
Deception.” It will be illustrated with 
lantern slides. 

The Financial Section will hold its 
meeting Tuesday and following the 
morning session the members will all 
recess with a luncheon and the ad- 
dresses and discussions will continue im- 
mediately after the luncheon while the 
members are at the table. E. B. Raub, 
Jr., Lafayette Life, is chairman. 

he convention proper will start 
Wednesday morning with President H. 
K. Lindsley presiding. Peter F. Gil- 
roy, of Denver, president National 
I'raternal Congress, will bring greetings 
from that body. Harper Sibley of 
Rochester, N. Y., president United 
States Chamber of Commerce, is sched- 
uled to be present and speak for that 
organization. F. Howland, presi- 
dent of the National Life of Vermont, 
heads the committee for the Life In- 
surance Presidents and _ will bring 
greetings from that body. L. O. Schri- 
ver of Peoria, Ill., general agent Aetna 
Life, the new president of the National 


Life Underwriters Association, will 
represent that body. 
The Industrial Section will meet 


Thursday afternoon with J. F. Maine, 
superintendent of agents of the London 
Life of London, Ont., chairman, pre- 
siding. 

Following the usual custom the 
Agency Section will become a part of 
the general session Friday morning, the 
presiding officer being S. T. Whatley, 
vice-president Aetna Life, who is chair- 
man of the section. 

The secretaries of the sections who 
will undoubtedly be promoted to chair- 





men of that meeting are: Harry V. 
Wade, assistant to the president United 
Mutuat Life of Indianapolis, Financial; 
A. L. Dern, vice-president Lincoln Na- 
tional Life, Agency; Sam B. Sebree, 
counsel Midland Life of Kansas City, 
Legal. It has not been the custom so 
far to start the secretary of the In- 
dustrial Section up the line and _ this 
may not be followed this year. F. M. 
Nettleship, supervisor of agencies Equi- 
table Life of: Washington, D. C., has 
served as secretary of this section since 
it was established. 








RECORDS 


Northwestern National.—Largest Sep- 
tember and the largest third quarter 
sales of ordinary life insurance in its his- 
tory with a total of $5,639,408 for the 
month and $15,871,803 for the quarter 
ended Sept. 30. The best previous Sep- 
tember was in 1929, with a total of $4,- 
214,890 in regular business written. A 
gain of 71 percent is shown over Sep- 
tember, 1934, together with an increase 
of 34 percent over the third quarter of 
last year, according to the report. Al- 
though the first quarter of 1935 showed 
a reduction in sales as compared with 
the first quarter of 1934, each month 
thereafter has registered a substantial 
gain over the corresponding month of 
last year, the report shows, bringing 
regular business for the first nine 
months of 1935 to a total of $44,185,028, 
as compared with $39,248,923 for the 
first nine months of 1934. The sales of 
all classes of business, including group, 
totalled $5,893,408 in September, com- 
pared with $3,985,362 in total business 
for September of last year. 


National Life, Vermont.—For the first 
eight months of 1935, 22 percent more 
ordinary was sold than the same period 
last year. August sales were 16 per- 
cent greater than last year. Each month 
has shown a gain. While annuities con- 
tinue popular, the sale of ordinary life 
shows a considerable and consistent gain. 


Mutual Trust Life—New paid busi- 
ness gain 45 percent in September; sub- 
stantial increase in first nine months. 
Company holding ‘Harvest Month” 
campaign in October with boxes of 
groceries as prizes. 


American Life, Detroit—First eight 
months total ahead 75 percent on 1s- 
sued business. 

Frederick Bruchholz, Chicago, New 
York Life—Ahead of pro rata top allot- 
ment for first nine months. 

H. B. Kimbell, Los Angeles, National 
Life & Accident. Volume for year to 
Oct. 1 184.9 percent of quota. 








Takes More Work 
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JAMES VICTOR BARRY 


CINCINNATI, Oct. 3. — President 
Charles F. Williams of the Western § 
Southern Life announces this week thi 
James V. Barry of New York City, vice. 
president and director of research of th 
Life Extension Institute of New York, 
has been chosen public relations couns¢ 
of the Western & Southern. Mr. Bary 
has a‘ national reputation and is one of 
the most widely known insurance mea 
in the country. He was formerly a news. 
paper man at Lansing, Mich., and hal 
an interest in a local agency there. He 
was appointed Michigan insurance con- 
missioner in 1901, resigning to join the 
Metropolitan Life in 1910 as assistant 
secretary. Later he became third vice 
president, reaching the retirement age it 
1931 when he joined the Life Extension 
Institute. 

W. G. Willging, associate counsel of 
the Western & Southern Life, has be 
come general counsel of the Western & 
Southern Indemnity and Western & 
Southern Fire. He graduated from the 
University of Cincinnati in 1918. He 
practiced law, specializing in insurance, 
joining the Western & Southern in 19%. 









TO REMAIN IN PRESENT POST 


NEW YORK, Oct. 3.—J. V. Barry, 
vice-president Life Extension Institute, 
states that he will continue his present 
work with that organization just as he 
has in the past but will devote some time 
to the Western & Southern Life in its 
public relations work. 

















Two Salesmen Give Handy Pointers 








BRIDGING THE GAP 


James A. Preston, sales manager of 
the Columbus Mutual Life, advises in 
solicitation that a line be drawn on a 
piece of paper to represent what a man 
has done so far as his wishes and life’s 
plans are concerned up to date. That 
represents a completed task. Then 
there should be a gap to denote the un- 
completed work. What can be done to 
bridge over this uncompleted gap? That 
is, a person has certain responsibilities, 
desires and ambition. He wants to see 
them finished. If he lives long enough 
and is successful he will be able to do 
this without the aid of life insurance. 
However, the great “If” enters into it. 
Granted sufficient time undoubtedly he 
could bridge the gap by his own efforts 
in making investments, applying a cer- 
tain part of his earnings to building up 
endowments or establishing funds. Very 
few people however can do this. There 
is always a great uncertainty. 

Then the agent should explain how 
life insurance can be utilized to bridge 
the gap at once. If a person is not 
able to bridge the entire gap or in other 








words to complete all that he desires 
to do he can make a start with life 
insurance. In other words, life insur- 
ance eliminates ot aoe of dying. 


GOOD INVESTMENT POINTERS 


Speaking on the soundness of life in- 
surance and suggesting that individuals 
stop making their own investments and 
leave this to life insurance companies, 
George R. Wettengel, Appleton, Wis., 
district agent for the Northwestern Mu- 
tual Life, told his fellow Rotarians there 
that the stability of life insurance invest- 
ments is made possible by basing all 
transactions on the law of averages. 
Besides this, a very detailed system of 
diversification is carried out by which 
the insurance companies reinvest their 
money in many different fields and in 
various geographical points. “The in- 
surance companies are guaranteed a 
steady income by having mortgages and 
bonds become due on various dates,” 
said Mr. Wettengel. “A diversification 
also is made with respect to time of pur- 
chase so that buying is done during the 
most favorable periods.” 





C.L.U. NEWS 


SMALL ESTATES AFFECTED 


The 1935 federal revenue act not only 
is a “soak the rich’ measure, but t 
reaches more drastically than ever be 
fore into the small estate in its search 
for revenue, Milton Elrod, Jr., of the 
Research & Review Service told the 
Indianapolis C. L. U. chapter. 

x * * 
DRAKE UNIVERSITY COURSE 


The fourth section of the course lead: 
ing to the C. L. U. degree has beet 
started in Drake University, Des Moines. 
Prof. L. E. Hoffman, dean of Drake 
University law school, and Clyde 
Doolittle, trust officer of Iowa-De 
Moines National Bank & Trust Co., wil 
present the work on taxes and trusts. 








Raymond Hylton, 46, assistant —_, 


intendent in Indianapolis of the =f! 
dential, was killed in an automobile 
accident. 


Assistant Vice-President E. A. Craw: 
ford and Divisional Supervisor C. 7 
Rogerson of the Life Insurance Company 
of Virginia are on an inspection tour of 
agencies in Louisiana. 
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Huge Social Fund 
Viewed by Linton 


(CONTINUED FROM PAGE 3) 


ployment compensation and federal as- 
sistance to states for blind, crippled or 
dent children, child welfare, and 
public health, and child and maternal 















PPiecussing the Canadian social insur- 
ance act of 1935, H. H. Wolfenden, con- 
sulting actuary, Toronto, said, “This leg- 
isation will put to a severe test the ad- 
ministrative capacity and cooperative 
ability of the Canadian people, and there 
is inherent in it a challenge from which 


few persons in the Dominion will find it 
wae 














le to escape. Nevertheless, it may 
he hoped that it contains enough of 
thoughtful care and common sense to 
ensure at least that it will provide an 
honest channel for an attack upon the 
problem of alleviating financial distress 
consequent on unemployment.” 











President Parker in Address 






The presidential address, “Coopera- 
tion” was given by J. G. Parker, actu- 
ay Imperial Life of Toronto, president 
of the society. J. B. Maclean is secre- 
tary of the society. Other papers and 
ther authors included: “A Family of 







ae 


Y 













Presidente Osculatory Formulas,” J. L. Roberts, 
'estern {me Brunswick, Me.; | “Participating Imme- 
veek thilmm diate Annuities,” Kingsland Camp, 
‘ity, vice Equitable Life of New York; “Some 





Notes on the Theory of Group Annuity 
Valuation,’ J. K. Dyer, Jr., Pruden- 
tial; “Further Notes on Changes in Pol- 
iy Forms,” J. E. Hoskins, assistant ac- 
tuary Travelers; “Replacing Old Poli- 
ces by New Insurance,” Dr. Arthur 
Hunter, vice-president and chief actu- 
ary New York Life. The technique dis- 
cussed in Mr. Camp’s paper was devel- 
oped by Chief Actuary Robert Hender- 
son of the Equitable. 

A feature of the meeting is a banquet 
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ird vice Mme tendered to the members of the society 
it ageinfme and their friends by life companies of 
xtension Me the province of Ontario. 
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in 1932 Me Money is going into farm loans. 
The speaker said it was fortunate that 

ost the principle of the amortization of farm 

loans, so thoroughly recognized in loans 
Barry, on buildings, was not long ago applied 
stitute, much more widely to farm loans. The 
gee fallacy of non-reduction of principal, he 
t as ne MM said, has been thoroughly shown during 
ne "8 the last 10 years. 
> in Is 


Most Enduring Investment 


Colonel Robbins asserted that down 
through the ages land has been consid- 
ered the most enduring form of invest- 
ment. Given the protection of law as to 
endorsement of liens thereon, fertile 
lands, he said, are the soundest, most 
permanent security that can be found. 

The future of farm credit is bright, 
Col. Robbins said. Life companies have 
for two years been investing heavily in 
government bonds, but the interest rate 
1S not sufficient for them to neet their 
reserve obligations of 3 and 3% percent. 
It is inevitable, he said, that the nearly 
four billions annually received by these 
companies must again flow to non-gov- 
etnmental securities. Serious attention 
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- lead- should be given to the interest rate on 
been farm mortgages, for it has been too high 

omnes IN past years, apparently never in the 

ag } last 35 years falling below 5 percent and 

de 1 the great bulk of loans drawing 5% per- 

a-Des cent. 

., will 

he Parker Made Chief Examiner 

uper LANSING, MICH., Oct. 3—Com- 
Pru missioner Ketcham has appointed F. C. 





robile 








Parker chief examiner of the department. 

€ has been senior examiner for some 
years and succeeds J. E. Reault, the new 
second deputy commissioner, as head of 
the examining force. 
department examiner since 1921. 
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Fraternal Group 
in Reorganization 


(CONTINUED FROM PAGE 6) 


direct the headquarters office were es- 
sential. 

Peter F. Gilroy, president of the N. 
F. C. and chairman executive commit- 
tee, presided at the Chicago meeting. 
Among the committee members present 
were C. L. Biggs, Detroit, recorder, 
Maccabees, Mrs. Dora Alexander Tal- 
ley, head of the Woodmen Circle; Judge 
J. C. Karel, Milwaukee, immediate past 
president; S. H. Hadley, Sharon, Pa., 
N. F. €. vice-president; Mrs. Mary E. 
Arnholt, Royal Neighbors, Rock Island, 
Iil.; Harry Manser, Auburn, Mo.; Miss 
A. Emily Napieralski, Chicago. 








Insurance Commissioners’ 
Committees Are Appointed 


(CONTINUED FROM PAGE 3) 


Knott, Florida; Yetka, Minnesota; Sul- 
livan, New Hampshire; Earle, Oregon; 
Dawson, South Dakota; Tobin, Tennes- 
see; Smith, Utah. 

* * * 

Unfinished Business—Harrison, chair- 
man, Georgia; Cochrane, Colorado; Hop- 
ton, North Dakota; Cummings, Rhode 
Island; Dawson, South Dakota; Sims, 
West Virginia. 





* * * 

Valuation of Securities—Pink, chair- 
man, New York; Gentry, Arkansas; Car- 
penter, California; Blackall, Connecticut; 
Palmer, Illinois; McClain, Indiana; 
Gough, New Jersey; Boney, North Caro- 
lina; Earle, Oregon; Hunt, Pennsylvania; 
Smith, Utah. 


* * * 
Credentials—Hanna, chairman, Mary- 
land; Hammond, Delaware; Spencer, 


Maine; Johnson, Mississippi; Smrha, Ne- 
braska; Schmidt, Nevada. 
* * * 

Interstate Liquidations and Reorgani- 


zation— Pink, chairman, New York; 
Blackall, Connecticut; Palmer, Illinois; 
McClain, Indiana; Holmes, Montana; 
Hunt, Pennsylvania. 
* * x 

Company Ratings—McClain, chairman, 
Indiana; Yetka, Minnesota; Johnson, 
Mississippi; O’Malley, Missouri; Gough, 


New Jersey; Cummings, Rhode Island; 
Daniel, Texas. 
* * * 

Fraternals—Cochrane, chairman, Colo- 
rado; Julian, Alabama; Murphy, Iowa; 
Smrha, Nebraska; Boney, North Caro- 
lina; Bowen, Ohio; King, South Caro- 
lina; Daniel, Texas; Bowles, Virginia; 
Sims, West Virginia; Ham, Wyoming. 

* * * 

Litfe—Tobin, chairman, 
Blackall, Connecticut; Murphy, Iowa; 
Ketcham, Michigan; Yetka, Minnesota; 
O’Malley, Missouri; Gough, New Jersey; 
Bowen, Ohio; Daniel, Texas. 

* * * 

Rates of Mortality, ete.—Hobbs, chair- 
man, Kansas; Cochrane, Colorado; Yetka, 
Minnesota; Bowen, Ohio; Tobin, Ténnes- 
see; Daniel, Texas; Sims, West Virginia; 
Mortensen, Wisconsin. 


Tennessee; 


Discusses Blood Pressure 


Dr. R. H. Fisher, former medical di- 
rector of the Illinois Life before its fail- 
ure, now medical referee of the North- 
western National Life in Chicago, spoke 
on “Blood Pressure as an Underwriting 
Problem” at the monthly meeting this 
week of the Home Office Life Under- 
writers of Chicago. 


Steadman to Portland, Ore. 


Livingstone T. Steadman, since 1933 
special representative of the Guardian 
Life of New York in South Dakota and 
head of the company’s Sioux Falls 
agency, has been appointed manager by 
the Guardian of its Portland, Ore., 
agency, succeeding C. S. Samuel, who 
recently resigned. 

Mr. Steadman joined the Guardian’s 
Detroit agency in 1928. Consistently 
among the foremost personal producers 
of that office, he displayed an aptitude 
for managerial work which led to his 
selection for the company’s supervisors’ 
school. 
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Up front among the younger companies, 
strong financially, well managed, growing 
steadily, American Reserve Life presents 


great opportunities to able men, ambitious 
to go far in the insurance world. 


AMERICAN RESERVE 


LIFE INSURANCE CO. 


OMAHA. NEBR. 














YOURS TO ENJOY 


HAT is the title of a de luxe brochure around 

which Fidelity has built a direct mail work 
plan with which to supplement its successful lead 
service. These two workable tools offer an organ- 
ized plan of work which is unusually resultful. 


A Life Income for You 


That is the selling theme around which the work plan is 
built. It is a theme which induces a cordial reception, a 
fair hearing and substantial business. Fidelity offers, in 
addition to its Income for Life plan, Family Income, Family 
Maintenance and an Adjustment plan—all peculiarly suited 
to today’s needs. 


ix IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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Rating of Insurance Companies 


has been much~in the press 
Publish- 


THERE 
lately about company ratings. 
ers of competitive systems have be- 
come embroiled in controversy. Legal 
action has been begun against one by a 
rival. In our opinion the whole busi- 
ness of reporting by supposed experts 
and authorities is more or less discred- 
ited. 

The financial depression and depre- 
ciation in value of all kinds of securities 
gave a stimulus to these reporting sys- 
tems which in addition to furnishing a 
purported analysis of figures as con- 
tained in the state insurance reports en- 
gaged in more or less personal sleuth- 
ing and the collection of special in- 
fermation which lent piquancy to the 
reports and added to their sale. With 
the passing of the depression it may be 
taken for granted that interest in these 
reports will gradually decline. Forty- 
eight state insurance departments, it 
would seem, would ordinarily be enough 
in the way of a proper supervision. It 
will probably not be long before there 
will be no more interest in life insur- 
ance reports than in those of the fire 
companies. 

In the cases of companies which have 
doubtful assets, of a long time kind, 
bonds whose security is not yet deter- 
mined, etc., there is the same question as 
that which stood in the case of the banks 
during the depression: Whether the 
stricter standards of solvency should be 
applied immediately or whether the as- 
sets should be given time to work out 
to their true values, under careful super- 
vision of the authorities. No doubt 
many banks did not go under which 
would have had the authorities applied 
the standards of market values, and 
broadcast the figures to the public. As 
a matter of fact, there was probably a 
time when scarcely any company was 
solvent on the basis of market values 
but it was known that these were not 
the true values and by common consent 
time was given for the market to right 
itself. The whole question is, how far 
should a state department go in permit- 
ting its own companies to work out of 
their embarrassment and the answer of 
course is that if the real value is there 
and will be realized upon later beyond 
a reasonable doubt, there is no advan- 
tage in throwing a company into in- 
solvency. 

Naturally banks and insurance com- 
panies are different in their relationships. 
A. bank is subject to immediate demand at 
all times. It must be in a position there- 
fore to overcome emergencies. A life com- 
pany’s obligations do not mature at one 
time. They are continuous so to speak. 


People do not die all at once nor do they 
desire to cash their policies at one time. 
The life company therefore differs from 
the bank in being able to conserve its re- 
sources. Time is a big element with a life 
company. It is not called upon to liquidate 
a large part of its investments at one time. 
It can continue improving its position over 
a number of years even though some of its 
investments are considered “sour.” We 
must never forget therefore the time ele- 
ment when considering the financial setup 
of a life company. 


Neglect of some state departments 
to perform their duty gave the publish- 
ers of reports an opportunity to ad- 
vance their own interests but basically 
the principle should prevail that each 
state department should accept its re- 
sponsibilities and intelligently regulate 
the companies under its immediate 
charge. 

The charge is made that companies 
were able to secure more favorable re- 
ports than they otherwise would by 
placing advertising or orders for books 
and other literature. Whether the pub- 
lishers would admit this themselves the 
fact remains that in private conversa- 
tion officers of companies have given 
this as their true reason for placing the 
orders. It has also been charged that 
publishers have taken advantage of their 
position and have used their inside in- 
formation as a means to act as brokers 
for reinsurance and that large sums 
have been made in this way. THE 
NATIONAL UNDERWRITER expresses no 
opinion on this point but there is no 
question that talk of this kind has in 
the minds of some affected the value 
and integrity of these reports. 

As a practical publishing proposition 
there is no doubt that advertising and 
commissions, fees, etc., as well as the 
sale of unusual quantities of literature, 
has been a considerable factor in what- 
ever profits have been made. It is a 
practical question whether the reporting 
business without these factors can be 
made sufficiently profitable to satisfy 
the publishers and make the business 
attractive from a profit standpoint. 

An increasing number of insurance 
men are coming to the conclusion that 
the answer lies in making the system of 
state supervision so efficient that there 
will be less and less need for private 
supervision which will always be open 
to charges that it is not entirely un- 
biased in the making up of its reports. 

There remains the further question 
whether it is possible to formulate a 
set of standards which can be applied 
to all companies with sufficient accuracy 
that they may be “rated” without in- 


‘fortunes 





justice to any one. Certainly the con- 
troversies, suits and countersuits which 
have arisen have not tended to add 
credit to the business of publishing re- 


ports. In our opinion the whole gy;. 
tem of rating and “recommending” 
and “approving” might well be gi. 
carded. 


Too Many Management Fads 


Faps in agency management were crit- 
icised by Vincent B. CorFin, superintend- 
ent of agencies Connecticut MutTUAL 
Lire, at a Derroir managers’ meeting. 
Instead of emphasizing one phase of selling 
such as organized sales talks, time control 
or prospecting, to the neglect of all others, 
Mr. Corrin feels that managers can get 
more successful results by following a well 
balanced program, giving proper recogni- 
tion to every phase of selling and manage- 
ment. 

It is only human nature that our thoughts 
and efforts be one sided. The genera! public 


forgets everything else and thinks and talks 
nothing but the Baer-Lours fight, the 
Wortp SeEriEs or some other event thet 
excites general interest. However, every 
now and then we should stop and refe; 
on our actions and our efforts, evaluating 
them honestly and criticising them freely 
Mr. CorFin’s talk brings out some pert. 
nent points in agency management whic) 
should be given deep consideration, Jp. 
stead of approaching the sales problem }y 
skirmishing on individual sectors, a unite 
offensive on all fronts will do much towar 
solving the problem of agency management 


Give a Broader Outlook 


DIsTINGUISHED by addresses from top- 
notch authorities in their respective fields, 
the GuARDIAN Lire of New York’s new 
educational course for its metropolitan 
New York field men reflects great credit 
on the GuUARDIAN and _ Vice-president 
James A. McLain. Prof. E. W. Kem- 
MERER of the international finance section, 
PRINCETON UNIVERSITY, world renowned 
authority on currency problems, the 
speaker at the opening meeting, could 
not have asked for a more attentive and 
interested audience. 

The response to the course, which is be- 
ing conducted with the cooperation of NEw 
York UnIversiry and Dean Nep Dear- 
BORN of the university's department of gen- 


eral education, speaks well for the {y. 
ture of life insurance. Not everyone 
can be expected to take the rigoroy; 
training course leading to the C. L, U. 
designation, but it is gratifying to know 
that interest in subjects of general im. 
portance, but only collaterally related to 
life insurance, can elicit the interest of 
a representative group of agents. 

Knowledge of such subjects is an aid 
not only to an agent’s prestige among 
his clients but to his morale as well, 
The GUARDIAN’S experiment will te 
watched with interest by life insurance 
men who appreciate the advantage oj 
broader education among agents who 
are in the business as a life work. 








PERSONAL SIDE OF BUSINESS 





Vincent B. Coffin, superintendent of 
agencies Connecticut Mutual Life, had 
a busy two days in Michigan last week. 
He addressed the Hugh C. White gen- 
eral agency in Detroit Monday morning, 
the Associated Life General Agents & 
Managers at noon, the sales clinic of the 
Qualified Life Underwriters in the eve- 
ning and a life insurance organization in 
Flint Tuesday. 

A. O. Eliason of St. Paul, former 
president of the National Association of 
Life Underwriters, will move to Cali- 
fornia this month to make his home. Mr. 
Eliason recently retired as head of the 
home office agency of the Minnesota 
Mutual Life. 


Lawrence A. Hanley, southwest Texas 
branch manager for the Reliance Life, 
has been elected president of the San 
Antonio Association for the Blind. 

Insurance people are interested in the 
of McKay Reed, insurance 
commissioner of Kentucky, in view of 
the recent results in the gubernatorial 
primaries. Mr. Reed strorigly supported 
Rhea in the primaries, but the nominee 
was A. B. Chandler. There is a feel- 
ing that the Democratic factions may 
patch up their differences developed in 





the primaries and Commissioner Reed 
will probably stay in office for some 
months and may remain _ indefinitely. 
Under the new set up, the governor can 
hire or fire the insurance commissioner 
at his pleasure. 

It is not a certainty that Chandler 
will be elected. ‘There is considerable 
support for King Swope, the Republi- 
can candidate. 

Flowers and $250,000 of business were 
presented to Albert E. Babbitt, vice- 
president and actuary of the Lamar Life, 
by agents of the company in honor of 
his return to his desk after an absence 
of four months. 

James McGhie, for 40 years a Mutual 
Life agent in Salt Lake City, celebrated 
his golden wedding anniversary there, 
surrounded by 125 relatives and friends. 
He is 70 and Mrs. McGhie 68. They 
have eight children, 20 grandchildren 
and four greatgrandchildren. 


The Provident Life & Accident is ob- 
serving this month the 30th anniversary 
of President R. J. Maclellan’s connec- 
tion with the company. He is the oldest 
man in point of service in the entire 
company organization, having joined its 
home office staff in September, 1905. He 
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: in St. John, New Brunswick, 
ae in St. John at its Washburn 
educ yent to Chattanooga with 
his parents in 1892. After 12 years of 
wneral business experience he joined 
gen Provident, at that time headed by 
fos father, Thomas Maclellan. He was 
porto as secretary of the company in 
se when his father died, and became 
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S and talks cident at that time. Under his lead- 
fight, the pen the company has weathered two 
event tha husiness depressions and has emerged 


” 
“s ever. 
ver, every stronger than 


und rel ohn D. Spencer, widely-known New 
Evaluating York Life agent in Salt Lake City, was 
em freely [MN honored by the Salt Lake public library 
ome pert board and staff in appreciation of Mr. 


: : ’s 30 years of service as a mem- 
ent whic, fee SPeNCES ; 
: " e board. 

tion, [p. ber of t an 

roblem by Dr. W. P. Shepard, chief of the de- 
, 2 unite, JEP partment of public health and welfare 
he Metropolitan Life on the Pa- 


s , ' for t 
« towarl “ifc Coast, has been appointed chairman 
Semen, of the new safety committee of the 
American Red Cross of San Francisco. 
| The campaign, which will start about 
| the middle of October, is part of the 
the { new and broader activities of the Red 
—/ Cross which will hereafter aim to pre- 
-veryone yent disaster and accidents in the home 
rigorous [ as well as to continue to serve as a re- 
~ L. U Ie lief organization. Included in the list 
to know er of club women appointed by the Red 
NOW Cross is Miss A. V. Bowyer, correspon- 
eral im- HP dent of THE NATIONAL UNDERWRITER. 
lated to = 
erest of Frank P. Ebertz, who retired recently 
ts, as general agent of the National Life of 
an aig > Vermont in San Francisco because of 
 & it health, sails Oct. 4 for a world tour. 
among ® He will return in about six months. 
is well, _ 
vill te fe The funeral of Mrs. Viola E. Stil- 
surance fae well, wife of S. E. Stilwell, vice-presi- 
‘® dent and actuary of the Western & 
‘AE ol Southern Life, was held in Columbus 
Ss who Saturday. She died in a sanitarium at 
: | Battle Creek. 
=== § Dr. George A. Van Wagenen, who for 
' more than 50 years has been affiliated 
» with the medical board of the Mutual 
| Benefit Life, but has practically retired, 
—— § celebrated his 90th birthday on Oct. 4. 
_ Pat M. Greenwood of Dallas, who 
a iy ' was recently made assistant vice-presi- 
nitely. HR dent of the Great Southern Life of 
or Cal HE) ~Houston, is the oldest son of President 
sioné HE, P. Greenwood and is 30 years of 
ails age. He was educated in the Terrell 
bie School for Boys in Dallas, Kemper 
abl. » Military School at Boonville, Mo., and 
publ: & Southern University at Sewanee, Tenn. 
He began his insurance career as an 
| office boy for the Great Southern Life 
were J at Dallas in 1925. He did all sorts of 
vice: odd jobs and he convinced his superiors 
Life, that he was a first-class office boy. 
or ot @ Later he went into the cashier’s depart- 
sence ment, assisting in collecting premiums. 


| Then he became branch office cashier. 
| He is regarded as sane, sound and sin- 


utual cere. 

rated o- 

here, Leon O. Fisher, vice-president and di- 
ends. J rector Equitable Life of New York, died 
They at his home in Yonkers. He joined the 
(dren Equitable in 1905 as general auditor, 


Previously having been a member of the 
F accounting firm of Haskin & Sells which 
sobs audited the Equitable’s books with Mr. 


sary Fisher in charge of the work. He be- 
nec: J Came third vice-president in 1911, sec- 
dest ond vice-president in 1918, vice-presi- 


dent in 1929. During the world war he 

was chief of administration branch, divi- 

He — sion of purchase, storage and _ traffic, 

War Department, and later assistant 

secretary war risk insurance bureau. He 

=~ — Was active in Yonkers civic life and Boy 
» Scout work. 


_ 


tary _John R. Gemmell, 36, district manager 
ams @ =6Union Central Life at Fort Collins, 
xe Colo., died there last week. 

iw ff _J-.N. Lewis, who has been cashier of 


| the Cincinnati agency of the Equitable of 
i F New York for many years, died at the 
» age of 63. Only a few weeks ago his 
office celebrated the 45th anniversary of 
Nis connection with the Equitable. For 


























HENRY ABELS, Springfield, Tl. 


Henry Abels, vice-president Franklin 
Life, chairman of the American Life 
Convention Golf Club, announces that 
the annual tournament will be held at 
the Bunker Hill Country Club in Chi- 
cago, Oct. 7-8. Transportation will be 
furnished to and from the golf club by 
the Edgewater Beach Hotel free. There 
will be a qualifying round the morning 


of Oct. 7%. The first 18 holes will be 
played in the afternoon. The second 
morning there will be the second 


round of 18 holes and in the afternoon 
the finals. 








several months he has been ill, but went 
to his office now and then. C. W. 
Knight was brought into the office, and 
he has been handling the detail work. 


Dr. J. P. Turner, 63, for the last 28 
years medical director Jefferson Stand- 
ard Life, died of a heart attack at his 
home in Greensboro, N. C. He began 
his insurance career with the Security 
Life & Annuity and went with the 
Jefferson Standard when the former 
company was merged with it. 


James Lee Loomis, president Con- 
necticut Mutual, is president of the 
Loomis Family Association, which will 
have its annual reunion Saturday at the 
Loomis School in Windsor. It is ex- 
pected that well over 100 persons will 
be present from all over the country. 


Signed pledges totalling $5,000,000 of 
new life insurance were handed to Wal- 
ter W. Head, president of the General 
American Life, submitted by field men 
to be fulfilled during October in honor 
of Mr. Head. October has been desig- 
nated as “President’s Month” and a 
special campaign is in progress to break 
the production record made during the 
same month last year. ; 


Southwest Commissioners Confer 


Commissioners R. L. Daniel of Texas 
and U. A. Gentry of Arkansas were in 
Oklahoma City Friday, conferring with 
Jess G. Read, Oklahoma commissioner, 
on matters affecting the three states. 





@ SELL Accident and Health 
Insurance 


The Accident and Health Review 


tells you how, gives you new sales ideas and sug- 
gestions, latest news, court decisions, etc., etc. 
Send 9c in stamps for sample copy to A-1946, 
Insurance e, Chicago. 





AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 











@ All policy contracts are issued on a non-par- 
ticipating basis with guaranteed benefits at a 
guaranteed low cost. No guesses, no estimates, 
no uncertainties, no change in what the client 
has to pay. 





























The 


ANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
NEW YORK CITY 


Founded 1850 


Thomas E. Lovejoy, President 
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SALES 
TRAINING 
... Lhe Kind That 


HE trained man wins 

in insurance selling 

and Reliance does every- 

thing to give its sales- 
men this advantage. 


The branch office sys- 
tem used by Reliance 
gives it close constant 
contact with agents and 
permits training, indi- 
vidual {instruction and 
other assistance. 


Sales training courses; 
schools in many of the 
agencies; the Reliance 
Bulletin which provides 
a constant stream of 
sales ideas and helps; 
business-getting plans; 
Lead Service, and many 
other necessary features 
help train and inspire 
Reliance men to sell. 
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Never Stops 





NEWS OF THE COMPANIES 


A 





Great Southern Life Report 


President Greenwood Shows 
Much Improved in Every 
Direction This Year 





Results 





More stable and certain conditions ap- 
pear to have returned, President E. P. 
Greenwood of the Great Southern Life 
of Houston stated in his report to stock- 
holders. All along the line results this 
year have been encouraging. In Au- 
gust the agency force produced 2,336 
applications for $3,756,329 of business, a 
gain of 11.25 percent and the largest 
August since the company was organ- 
ized except in 1929, the banner year. 
Considerable increase in paid volume 


was reported for the eight months this 


year. 

Lapse percentage decreased from 21 
percent in 1932 to 17.3 percent in 1933 
and 13.2 percent in 1934, this lower ratio 
holding good so far this year. Mor- 
tality was 61.8 percent in 1933, 58.3 per- 
cent in 1934 and for the first half of 
this year 53.4 percent. The amount of 
surrenders for the six months ended 
June 30 was $1,001,233, compared with 
$1,167,818 for the six months ended 
Dec: 31, 1934, and $1,411,396 for the 
six months ended June 30, 1934. The 
company disbursed $410,000 less for 
surrendered policies in the first half of 
this year than for the same period last 
year and $580,000 less in all forms of 
payments to policyholders. 

Investment income to Aug. 31 ex- 
ceeded last year by $91,371, the net 
earning, rate being 5.26 percent, the 
highest net earning rate on investments, 
President Greenwood said, of any life 
company in the United States. As of 
June 30, assets increased in the preced- 
ing 12 months $908,855. A $500,000 re- 
serve for security depreciation was car- 
ried and $300,000 fluctuation reserves 
with surplus $1,000,000. 

Operating profits for the six months 
ended June 30 were $372,218, for the 
preceding six months $234,784 and for 
the six months ended June 30, 1934, 
$331,529. The operating profits for the 
first half of this year would have been 
considerably larger, he said, if certain 
adjustments through absorption of some 
investment losses had not been made in 
the interest of conservatism. 

; oe = | 


Report on Marion County Concern 


The Illinois department has issued a 
report on the Marion County Mutual 
Relief of Salem, a mutual benefit con- 
cern. The department says that the 
practice of paying agents compensation 
other than membership fees is in viola- 
tion of the mutual benefit act and must 
be discontinued. It calls attention to the 
fact that officers must be bonded in ac- 
cordance with the provisions of the law. 
The department shows that the guar- 


‘santee fund is greatly in excess of the or- 


ganization requirements and in the fu- 
ture the directors must be governed by 
the mutual benefit act when levying as- 
sessments for the benefit fund. The in- 
come from Jan. 1 to Aug. 1 of this year 
was $15,307 and the disbursements 
$9,339. The assets are $12,442 and there 
are no liabilities. 


Columbian National Campaign 


The field organization of the Colum- 
gian National Life opened a_ special 
campaign for new business Oct. 1 in 
honor of President F. P. Sears, whose 
bithday is in October. 

Mr. Sears has been an officer and 
director of the ‘Columbian National ever 
since its incorporation in 1902, and this 
will be his second birthday as president. 
These last two years, the company has 
shown remarkable progress. 








The Security Mutual Benefit Associa- 
tion, Yankton, S. D., has been incor- 











porated by J. T. Butler, J. H. Young 
and E. A. Bruce of Yankton. 





Report Made on Country Life 





Illinois Insurance Department Announces 
Its Findings After Examining the 
Chicago Company 





The Illinois. department has made an 
examination of the Country Life of Chi- 
cago as of Dec. 31. Its assets are $3,282,- 
105, capital $100,000, net surplus $643,- 
422. Its investment portfolio consists of 
58.7 percent government bonds, 1.6 state 
bonds, 14.3 other political subdivisions, 
3.3 railroad bonds, 3.1 utilities. The 
Country Life is under the same man- 
agement and control as the Illinois Ag- 
ricultural Association and its affiliated 
enterprises. 


Has Had Rapid Growth 


The examination report states that the 
company has had an exceptionally rapid 
growth particularly in view of conditions 
in general that have existed during prac- 
tically the entire period of its operation. 
The acquisition cost of new business, 
the report says, has been extremely low 
due to conservative management and 
its plan of operation. The report says 
that a more diversified investment port- 
folio for the future is deemed advisable 
to enable it to definitely maintain an 
average interest earning of not less than 
3% percent for reserve requirements. Its 
new premium income last year was 
$248,040 and renewals $1,018,033, total 
income $1,427,612. It paid in death 
losses $178,441 and its other payments 
to policyholders amounted to $162,346. 
Its first year commissions were $103,407 
and renewals $28,607, the total disburse- 
ments being $673,793. It has increased 
its surplus every year. That item in 
1929 was $23,185. At the end of 1933 it 
was $404,211. It has insurance in force 
$66,029,998. Its mortality ratio last year 
was 28.2 and its interest earned was 3.48 
percent. Its new business last year was 
$18,035,500 and it terminated $6,071,309. 


L. A. Williams in Charge 


The manager is L. A. Williams, who 
was formerly connected with the Equit- 
able Life of Iowa. The company oper- 
ates only in Illinois. It paid 20 percent 
dividend on its capital stock at the end 
of the first year, 9 percent the second 
year, 10 percent the third, 60 percent the 
fourth, 10 percent fifth, and 72 percent 
last year. In the six years it has paid 
$181,000 in dividends on its stock. Last 
January the charter was amended to in- 
crease the capital to $200,000 at which 
time a stock dividend amounting to 100 
percent was declared. The amendment 
provides that no cash dividend in excess 
of $10,000 shall be paid in any one 
calendar year prior to Jan. 1, 1940, un- 
less the capital, surplus and contingency 
reserve aggregate 10 percent or more 
than all the other liabilities. All policies 
provide that they shall participate in the 
surplus earnings. A policy dividend was 
paid at the end of the second policy 
year. Non-medical policies are issued up 
to $3,000 to age 50. 


County Farm Bureaus Used 


All of the business is produced 
through the county farm bureaus. The 
regular agents or subagents are selected 
by general agents. At present there are 
92 general agents and about 750 special 
agents under contract. In the organiza- 
tion of the company by the Illinois 
Agricultural Holding Company, a certi- 
ficate of participation was issued by the 
latter company to each of the first 8,000 
policyholders of the Country Life. It 
provides that 75 percent of the cash divi- 
dend paid by the Country Life shall be 
paid to the holders of these certificates 
proportionately to the gross annual pre- 
mium after a deduction of the cost of 
distribution and 7 percent to the original 
$125,000 capital and surplus. The certi- 
ficate provides that these payments shall 
not exceed the gross amount of premi- 





—— 
The balance of the dividends will 
for the holding company after the ; 
duction for the cost of distribution anf 
percent on the original capital and 5 
plus is paid to members of the Pe 
bureaus who are policyholders of 
Country Life and in good Standing J 
the date of distribution. The exami] 
tion report says that while these Day. 
ments are actually a dividend on ¢ 
capital stock of the Country Life, i, 
may appear in a sense as a policy gy 
dend. However they are entirely 
arate and apart from the regular poli, 
dividends of the company. : 


Lacy Head of Colorado Li 


J. M. Campbell, Former President, 
comes Chairman of the Board of 
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the Company The re 
to meet 
DENVER, Oct. 3.—At a meeting gimme under th 
the board of directors of the Coloraj i 
Life Sterling B. Lacy, formerly yig. Rew 
president, secretary and agency mai DEN’ 
ager, was chosen president. J. M. Camp. Jackson 
bell, retiring president, was made chai. pon 
man of the board. F. H. Carroll, fy. pane 
merly treasurer, was elected secretary. America 
treasurer and Burr Betts was chosen 4 United 
sistant secretary and assistant treasure, has bee 
Mr. Betts was formerly assistant trea. court h 
urer. F. Sym 
. e e 9 ment m 
National Aid Life’s Report Oct, 14 
e 
Illinois Insurance Department Bring — 
Out Features After Making Exam. the Un 
ination of the Company date of 
subject 
The Illinois department has made a = 
examination of the National Aid Life ole to 
of Springfield, Ill, a stock legal reserv f * t be 
company, as of June 30. The assets - 
are $124,345, capital $100,000, net sw — 
plus $16,297. The report says that the — 
present cash position is deemed insu B 
ficient although the investment port L 
folio is extremely liquid and compose 
of highest grade securities. The a ~~ _ 
quisition cost has proved excessive but Secu 
the mortality and expense ratios have ecu 
been moderate. Claim settlements har 
been made promptly. A. C. Littlejon % T. S 
is president; H. C. Robinson, vice 
president; Fred E. Skinner, secretay § 
and actuary. It operates in Illinois, Ne 
braska, Arkansas and Tennessee. It B 
writes both standard and_ substandari Sixt 


business, the substandard being limited 
to extra premiums for weight and occt- 
pational hazards. 


Six Months Figures Given 


The total premium income for six 
months was $21,600, total income $%; 
149, disbursements $29,888. Its insur 
ance in force is $1,841,437. Its whole 
life, excluding group, is $366,937, term 
policies $1,474,500. Surplus contribu- 
tions were made in 1933, 1934 and 193i. 
The report says that a tendency has 
been noted whereby a more stable class 
of business is now being written ani 
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little or no effort is being extended in & pe . 
the furtherance of monthly term bus: & ~t 
ness on which the company has ex — ne 
perienced a poor persistency ratio. The F , ht 
National Aid Life was licensed April “ rs 

13, 1933. bee 

Both white and colored risks are writ F 

ten on the non-participating basis. Du- Fy, 
ing the first few months of its operation Bo, 
the company featured industrial inst’ Boo, 
ance but this has been discontinued. i pr 
Disability and accidental death benefits F peng 
are not written in any form. Term poli the 
cies are written from ages 5 to 54 1 tunit 
clusive and are on a straight renew sell 
able term basis to age 54 at which time FB nen, 
the policy automatically converts to a! By inc, 
ordinary life form. The contracts pro- mak 
vide for graded death benefits after age ; Ty 


45. q cial 
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Reports on Two Mutual Benefits F pres 
_The number of members in good jones 
cr 


standing of the Anna Mutual Relief As 













ums paid for any three year period. 





sociation of Anna, IIl., is 1,028, accord: ager 
ing to an examination report released men 
by the Illinois department. G. L. Spire and 
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t; H. S. Noble, Y eig e P* 


: jden 
pres AR 


Pp. Owen, treasurer, and N. T. 
ai etary. 

nce, vollections for 1934 for benefit 
urposes were $22,429 and $2,492 for 
Expense purposes. During 1934, $22,400 
was paid on 26 death claims. A small 
cum was needed to bring the associa- 
tion’s funds to the organization require- 
ments and the department advises that 
this has been paid in. 
The department has also released a 
report on the Johnson County Mutual 
Relief Association of Simpson, Ill. Wal- 
ter Veach is president; J. W. Reynolds, 
treasurer, and Laura B. Mount, secre- 
tary. The number of members is 1,375. 
Collections in 1934 amounted to $9,835 
for benefit purposes and $686 for ex- 
pense purposes. _In 1934, 23 claims were 
paid for total disbursements of $11,500. 
The report states that $1,536 is needed 
to meet the organization requirements 
under the mutual benefit act. 
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meeting ¢ 
; Colorady 
erly vigy Reinsurance Deal Approved 
Y ma DENVER, Oct. 3.—Commissioner 
act Jackson Cochrane of Colorado has ap- 
ade chair -oved the reinsurance agreement be- 
roll, for. tween Wilbur Newton, receiver for the 
EAP. American Life of Denver, and the 
tal “I United Benefit. Life of Omaha and it 
ant Sure Shas been filed in United States district 
trea RS court here for the approval of Judge J. 
F. Symes. All objections to the agree- 
ment must be filed with the court before 
Report Oct. 14, and will be heard on Oct. 15. 
The American Life’s 8,000 policies, 
t Bri amounting to approximately $12,500,000 
ring: surance in force, will be reinsured by 
Exan. the United Benefit without liens at the 


j date of receivership. The agreement is 
| subject, however, to all defenses against 
' claims and actions upon said policies or 





lapsed policies agreed upon was accord- 
ing to form, and the remaining parts of 
the contract were comparatively the 
same as in other reinsurance agree- 
ments. However, the United Benefit 
does not assume any obligations to any 
agent, manager, or supervisor, or any 
liability to any stockholders or creditors. 


Guardian Mutual Launched 


The Guardian Mutual Life has been 
formed at Dallas, Tex., as a legal re- 
serve company. Thomas M. French is 
president. Other officers are: V. K. 
Howard, vice-president; W. E. Massey, 
vice-president and medical director; 
Sophus Thompson, vice-president; W. 
O. Childress, secretary-treasurer; B. 
Werkenthin, consulting actuary; H. W. 
Smith and R. G. Carter, legal counsel. J. 
V. Moore, who is general agent. in 
charge of the agency department, has 
announced following appointments: T. 
R. Dorcey, superintendent, and G..M. 
Hodges and O. B. Tidmore, assistant 
superintendents at Dallas; W. E. Rose, 
superintendent Houston district; E. J. 
Pemarici, superintendent San Antonio 
district. 








Dinners for Stockholders 


Get-together dinners for stockholders 
in different sections of Texas are being 
held by the Gulf States Life of Dallas, 
according to President A. Morgan 
Duke. Gatherings were held in Dallas, 
Fort Worth and Greenville this week. 





Life Company Notes 


Dr. T. W. Woodman has been ap- 
pointed medical director of the Fidelity 
Life of Phoenix, Ariz. 

A test campaign of newspaper adver- 
tising in 52 large newspapers has been 
announced by the Lincoln National Life. 
The campaign will consist of small space 





insertions repeated at stated intervals. 








CONVENTIONS 











aie ‘contracts which would have been avail- 

| reserye eee able to the American had the agreement 

© assets ee NOt been made. The reinstatement of 

net su. 
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tof LIFE COMPANY 

Imposed 

The ac 
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's hav @ Security Mutual Annual Meet 

its have 

ttlejon = T. S. Rogers Wins $150,000 Club Pres- 

oss idency—Gain of 10 Percent 

is, Ne Is Reported 

ce, It 

— | . Sixty-five agents from the nine states 

‘occ et Which the Security Mutual Life of 
Nebraska operates attended the annual 
| agency meeting at Lincoln. T. S. Rog- 
» ers, Mountain View, Okla., won the 

or six B Presidency.of the $150,000 club, with a 

> $2. u total’ of $222,500 production. He was 

insure @  OVertopped in amount by J. W. Ma- 

whole &  /oney, Omaha, but won on points based 

term |  N steadiness of production. President 

tribu. fF Byron Stephenson told the meeting 

1935, that the company is still investing its 

y has @ funds in first farm mortgages where fa- 

class fF Vorable conditions exist. E. B. Steph- 

» and @ nsdn, chairman of the board, said that 

ed in | the company was improving its finan- 

busi J Clal position very satisfactorily. Vice- 

; ex. President M. A. Hyde reported a 10 

The —& Percent gain in production for the first 

April F eight months with a goal of 20 percent 
| increase for the year. 

el F Government Provides Horse 

ation F Vernon L. Thompson, agency man- 

isur- @ *8er Midwest Life, discussed the effect 

ued, @ UPOn the business of insurance of the 

efits § “ational security act. Since the old age 

poli: § P&nSion provided is inadequate to meet 


in the average man’s wants, a rare oppor- 


» tunity is offered life insurance men to 
| Sell annuities in addition. The govern- 


i i ment, he said, had provided a horse; life 
oro: B «'"SUrance should supply the saddle to 
age make it really useful. 
( _Twenty general agents met in spe- 
en session to plan for the year’s work. 
its — °ge Quam, Minneapolis, was elected 
F President; L. J. Davis, Hastings, vice- 
P ) President, and R. H. Maloney, Omaha, 
: i. Secretary, One session was devoted to 
poe agency school work for the newer 
sed members of the forcce, with T. A. Sick 








and Keith Walker in charge. E. ‘C. 








Munsell, Lebanon, Kan., with more than 
ten years to his credit, was awarded a 
special prize for app-a-week production. 
Discussion leaders were Ray Burns, 
Frank Smith, J. K. Walker, H. A. Dill- 
man, George Quam, J. W. Maloney, R. 
H. Maloney, W. T. Peterson, Len J. 
Davis and T. R. McPheeters. The 
agents were company guests at two 
luncheons, the Nebraska-Chicago foot- 
ball game, and a banquet. 


Mutual Trust Michigan Rally 


Forty-five agents of the Mutual Trust 
Life from western and southern Mich- 
igan and Ohio attended a sales con- 
vention in Detroit, with C. W. Noble, 
agency director, presiding. R. B. Grip- 
man, newly appointed Detroit general 
agent, handled arrangements. 

President E. A. Olson was the fea- 
tured speaker, discussing the history, 
financial structure and investment port- 
folio of the company. Mr. Noble and 
B. N. Woodson, executive assistant at 
the home office, went over the new pol- 
icies and new rate book and a group 
of general agents gave their selling 
plans, among them Archie Henry, Bay 
City; Fred Schneiders and J. F. Roll, 
Cincinnati; Daniel Graham, Muskegon; 
Helen V. Shirey and Larry McDonough, 
Cleveland; Robert Mason, Columbus, 
and Gordon DuBois, Grand Rapids. 











AGENC Y NEWS 


Honor Zimmerman Agency 

An outing and dinner was given the 
Charles J. Zimmerman general agency in 
Newark by the Connecticut Mutual Life 
in honor of its winning a sales contest 
in which 68 agencies participated. Home 
office officials present included H. N. 
Chandler, secretary, Dr. C. E Homan, 
Jr., assistant medical director, T. K. 
Dodd, supervisor of applications, and 











G. B. Smith, assistant superintendent of 
agencies. 

For the first eight months the Zim- 
merman agency had an increase of 30 
percent in business, while the company’s 
insurance total is 11 percent ahead. 


Yates Holds Meetings 


The John W. Yates agency at Los 
Angeles for the Massachusetts Mutual 
Life is holding a series of monthly 
agency meetings designed to promote 
efficiency. Phinehas Prouty, Jr., million 
dollar producer, talked at the first ses- 
sion on settlement options, and William 
McClelland, assistant general agent, dis- 
cussed the origin and significance of 


PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA, TENNESSEE 


settlement options. Dr. Roy L. Smith 
gave an inspiring talk on “If I Were a 
Salesman.” ; Altick, associate 
general agent, talked on prospecting, 
and Manager J. W. Yates discussed in 
detail his recent visit to the home of- 
fice and the formulation of agency 
plans. 


Hurst Agency Holds Meet 

Archie Hurst, Eau Claire, Wis., gen- 
eral agent of the National Guardian 
Life, was host to the field force of west- 
ern Wisconsin and eastern Minnesota at 
a semi-annual sales meeting. Home office 
representatives present included Richard 
Boissard, vice-president. 
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North Carolina 


R. S. PLUMMER, for many years a success- 
ful Supervisor for this Company in Phila- 
delphia, is returning to his native North 
Carolina. Mr. Plummer will have openings 
for General Agents in several North Caro- 
lina cities (Charlotte excluded.) 


"Philadelphia Life Insurance Company 
111 N. BROAD STREET PHILADELPHIA, PA. 
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AMONG COMPANY MEN 





Some Promotions Announced 





Western & Southern Life Makes Some 
Shifts in Its Home Office 
Official Staff 





President C. F. Williams of the West- 
ern & Southern Life has announced 
promotions in the executive personnel. 
Cc. C. Sfayman, former treasurer, has 
been appointed financial vice-president. 
He joined the company in 1912 and was 
appointed assistant treasurer in 1920. 
He was elected treasurer in 1929. He 
is a graduate of the University of Cin- 
cinnati. 

I. Edgar Sanford has been elected 
treasurer. He entered the service of the 
company in 1902, was made assistant 
secretary in 1919 and a secretary in 
1929. 

R. C. Massa is appointed secretary. 
He started with the company in 1913, 
became manager of the bookkeeping de- 
partment in 1918, then was made man- 
ager of the register division and was 
promoted to assistant secretary in 1931. 

C. Folz, who is appointed assist- 
ant secretary, attended Butler College 
of Indianapolis and later graduated 
from the University of Michigan. He 
served as actuary of the Public Sav- 
ings of Indianapolis. He joined the 
Western & Southern in 1927. 

_A. J. Mescher was appointed super- 
visor entering the company’s service in 
1915, serving in both industrial and or- 
dinary departments. 





Crawford Succeeds Phelps 


The Columbian National Life has ap- 
pointed Dr. Hugh W. Crawford medical 
director, succeeding Dr. John S. Phelps, 
who is retiring Nov. 1 after 33 years of 
active service. 

Dr. Crawford, a native of Medicine 
Hat, Alta., graduated in 1924 from the 
University of Alberta and in 1928 from 
the University of Toronto’ medical 
school. For the past six years he has 
been assistant medical director of the 
Connecticut General Life. 

Dr. Phelps, who is well known in in- 
surance medical circles, has been med- 





ical director during the company’s en- 
tire history with the exception of a few 
months in its organization year. 


Two Added to Agency Staff 


H. H. Hoyt and Eugene Waddle have 
been appointed on the home office 
agency department staff of the Occi- 
dental Life of Los Angeles. Mr. Hoyt 
was formerly with the New World Life, 
the Northern Life and the Western 
States Life. Mr. Waddle entered the 
business in the office of his father, M. 
M. Waddle, then Los Angeles general 
agent of the American National Life. He 
was for some time traveling auditor for 
the American National, resigning to join 
his father in general agency work in Los 








Angeles. M. M. Waddle now has charge 
of the Idaho field for the Occidental. 





Nilan With Union Mutual 


J. O. Nilan has been appointed 
agency assistant at the home office of 
the Union Mutual Life of Portland, Me. 
He will work with Vice-president R. 
E. Irish and will be in special charge of 
advertising and sales promotion. Mr. 
Nilan goes to the Union Mutual from 
the Brown Paper Company. Before his 
connection there he was with the Dan- 
iel Starch Advertising Agency. 





Seitz Resigns from Prudential 


A. M. Seitz has resigned as super- 
visor of the mortgage loan department 
of the Prudential. He will become an 
authorized broker for the solicitation of 
mortgage loans for the company in the 
middle west. 








AS SEEN FROM NEW YORK 





KNIGHT AGENTS IN PLAYLET 


Repeating their success at the recent 
Union Central convention, a group of 
agents of the C. B. Knight agency of 
New York City put on the playlet “One 
Monday Morning,” at this week’s 
agency meeting. The play is from the 
pen of Miss Olivia Orth of Milwaukee, 
well known insurance dramatist. Those 
taking part included Frank Austin, 
Hubert Davis, Schuyler Livingston, 
Charles Mansfield, Robert Pennell, Les- 
ter Rosen, Herman Stark, D. H. Ward, 
and Marie Ward. 


TO HEAR OIL COMPANY MAN 


F. W. Lovejoy, sales executive of the 
Socony Vacuum Oil Company, will ad- 
dress the New York City Life Under- 
writers Association at a dinner meeting 
Oct. 10. The dinner will be at the 
Hotel Pennsylvania, as will the after- 
noon sales congress which will precede 
it. 

The congress program, as announced 
by Chairman Osborne Bethea, includes 
Capt. Tim Healy, popular radio per- 
sonality; Sadley Hayes, Murrell agency, 
Connecticut General; Thomas _ Car- 
penter, McMillen agency Northwestern 





New Great-West Executives 














DONALD B. FERGUSON 


Following the resignation of Gordon 
C. Cumming to become general man- 
ager of the Monarch Life, Donald R. 
Ferguson, for the past four years in- 
spector of agencies, becomes supervisor 
of field service for the Great-West Life. 
Mr. Ferguson has spent eight years in 
contact with field conditions, the first 
four as a district organizer for the com- 








DAVID E. KILGOUR 


pany, /and has demonstrated ability. 
David E. Kilgour has been appointed 
inspector of agencies to succeed Mr. 
Ferguson, with whom he has_ been 
closely associated in his two years with 
the Great-West’s agency department. 
He is a graduate of the University of 
Manitoba and of the Sales Research 
Bureau’s school of management. 


By R. B. MITCHELL 








Mutual Life; Ben Salinger, DeLong 
agency Mutual Benefit Life; R. A. Ber- 
nard, Luther-Keffer agency Aetna Life; 
J. D. Howell, Bethea agency Penn Mu- 
tual; H. J. Ransom, Fraser agency Con- 
necticut Mutual, and P. A. Peyser, Pat- 
terson agency Massachusetts Mutual. 
Prof. Hubert Greaves of Yale Uni- 
versity, talking on “How to Say It,” 
will be the closing speaker. 

For the benefit of New York City 
association members, P. Dawson, 
production manager Beers agency, New 
England Mutual, will repeat his talk on 
prospecting which was so well received 
at the recent National association con- 
vention in Des Moines. 

* * * 
SOME SEPTEMBER FIGURES 


Paid-for business of the Julian S. 
Myrick agency of the Mutual Life of 
New York in New York City for Sep- 
tember was $2,027,269 as compared 
With $1,743,259 for September, 1934. 
For the year to date the paid-for busi- 
ness amounted to $25,044,221 as com- 
pared with $19,131,414. 

The C. B. Knight. agency of the 
Union Central Life in New York City 
paid for $1,450,124 in September as 
against $1,116,254 in September last 
year. Total paid business for the first 
nine months was $21,807,281. 


EXPLAIN “COMPRESENTATION” PLAN 


The “Compresentation,” a detailed 
and exact method for presenting the 
family income type of contract, was de- 
scribed via the phonograph at a lunch- 
eon given by Lloyd Patterson, general 
agent, New York City, Massachusetts 
Mutual Life, this week. The “Com- 
presentation” was described in consid- 
erable detail in THE NATIONAL UNDER- 
WRITER for Sept. 13, and has proven very 
successful in boosting production. A 
group which followed it in Mr. Patter- 
son’s agency did 120 percent more busi- 
ness in August and September than 
in the entire previous seven months of 
the year. The description of the meth- 
od and actual presentations in the rec- 
ordings were made by A. Peyser, 
production manager, who originated the 
idea. It has been found that learning 
by ear gives the agent a firmer ground- 
ing in the manner as well as substance 
of the Prenceintion.. 


RIEHLE ASSOCIATES ON AIR 


A series of dramatic playlets entitled 
“The March Through Life,” which will 
be educational as well as entertaining, 
starts Oct. 4, at 7:30 p. m. and each 
Friday thereafter at the same time over 
Station WEAF, New York. A dinner 
was held by the Riehle Associates in 
New York City which launched an ap- 
plication testimonial campaign for Oc- 
tober in honor of Theodore M. Riehle, 
immediate past president of the National 
Association of Life Underwriters. 

Considerable studying has been done 















by Mr. Riehle as to radio as a |if.; 
surance sales and advertising Mediyy 
particularly in local areas, at eon 
cost. The purpose of the radio prog, 
is not as a substitute for Riehle Ag 
ciates’ regular daily program of ef, 
It is being attempted as a “plus” Drop 
sition, primarily designed to incre 
agents’ incomes by additional leads “ 
only generally by any aid it may ti 
agents in closing their regular ruy 4 
prospects. 

* * * 


KEMP’S TROUBLE SURPRISING 


Life insurance people and _ thos » 
New York particularly were grea) 
surprised to read that John J. Kemp py 
been arrested in New York on Chargy 
of forgery and grand larceny. He jy 
specialized in the insurance of stage py 
ple and received much publicity as \yy 
Rogers’ insurance man. 

According to the newspaper account 
Mr. Kemp has admitted converting moy 






































than $300,000 of his customers’ mong ne 
to his own use. Be 

The specific charge was that he hy wi as 
forged the name of Will Rogers’ widoy rd has 


to a dividend check for $1,524 made oy 
to her by the Equitable Life of Ney 
York, The check was sent to Kem) 
office, although made out in the name ¢ 
Mrs. Rogers. 

Another transaction, however, was t 
sponsible for his arrest. Vivienne &. 
gal, a light opera star, sent Kemp, 
check directing him to use it to paya 
premium. The company informed Mix 
Segal it never received the money, Ay 
investigation was then started and Kem 
was arrested. 

Among those whose dividends or pre 
miums he is accused of appropriating 
are the following: 

W C. Fields actor, Penn Mutual divi- 
dend, $2,500; Earl Benham, theatrica 
tailor, Penn Mutual dividend, $900; Wel 
lington Cross, Penn Mutual dividend 
$3,000; Betty Compton, wife of forme 
Mayor Walker of New York, Penn Mt 
tual dividend, $330; Donald Brian, actor, 
Penn Mutual premium, $2,500; Joh 
Boyle, actor, John Hancock and Pen 
Mutual premium, $3,000; Willie How 
ard, actor, John Hancock dividend, $400; 
Lou Silver, song writer, Equitable of 
New York premium, $1,035; Vivienne 
Segal, actress, Equitable premium, $1); 
000; Arthur (“Bugs”) Baer, humorist, 





Equitable premium, $1,500; John Charles peg” 
Thomas, singer, Equitable premiu i yy, ( 
$15,000. field 

Police believe there will be many and ¢ 
others when the accounts are finally partm 
straightened out. They say Kemp of lif 
nied using any of the money for gan Mr 
bling or market speculation but that al in 19 
his money went to maintain his standard Henn 
of living. Kemp’s insurance career ha pei 
received wide publicity, and Will Rog highe 
ers, who trusted him implicitly, wrote ened 
an article about him under the title, “My 
Insurance Man.” - 

While it is understood that the lie Fo 
companies concerned will have to make Littl 
good the defaults of Kemp, who acted came 
as their agent, the Equitable Life ant as sa 
the Penn Mutual require bonds of thet in 1f 
agents for protection against such sit spect 
ations. There is ground for believing J and 


that the final liability would be on the 
banks which accepted for deposit from 
Kemp checks with forged endorsements 
> aie, ke 
NEW YORK CODIFICATION 

Life insurance people are interested 
in the codification of the insurance laws F 4H 
of New York now being undertaken a & 
the behest of Superintendent Pink by 
a committee composed of experts in the 
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department, consisting of Deputy T. J. Bi offic 
Cullen, chairman; First Deputy H.C — age 
Spencer; Counsel Robert Rose; First offic 
Deputy Collins of the Albany office, J: izin 
J. Magrath, head of the rating bureau; B per: 
Milton Loysen, head of the liquidation B wit 
bureau, and Prof. E. W. Patterson of FB rece 
Columbia University. I 


Superintendent Pink decided. to draw f A. 





up a proposed draft of the codification FB offi 
of the laws without starting the move Bint 
ment in the legislature. He finds the cie: 
insurance laws more or less in a jumble, to 





antiquated and badly classified. Gover- 
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is in hearty accord with 
Ne Seen When a tentative draft 
~ bees! completed it will be submitted 
ee insurance board, which is com- 
ysed in a large part of former insur- 
« superintendents. Hearings will be 
pent all those interested for criticism 
ai suggestion. Superintendent Pink 
betes that it will be impossible to sub- 
nit the proposed statute to the next 





session of the legislature. However he 
hopes to have the program completed 
by 1937. 
ee. . 
DISCUSS C. L. U. PLANS 

The New York C. L. U. chapter held 
a meeting for members only this week 
to discuss plans for the local chapter 
and the American College of Life Un- 
derwriters. 
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LIFE AGENCY CHANGES 





—_— 


Clyde Gay Going to Boston 





Agency Secretary of the Aetna Life Is 
Assigned Prominent General 
Agency Post 





Announcement is made by Vice- 
president S. T. Whatley of the Aetna 
Life of the appointment of Clyde F. 
Gay as general agent at Boston. Mr. 
Gay has been an Aetna Life official for 


















CLYDE F. GAY 


some years and has been first assistant 


P to Mr. Whatley as agency secretary. 
' Mr. Gay has been engaged chiefly in 
' field management, in the supervision 


and coordination of all life agency de- 
partment activities, and in the direction 
of life agencies’ affairs. 

Mr. Gay was born in Ironton, Mo., 
in 1900. He led his class at Arkansas 
University scholastically and has the 
honor of having graduated with the 
highest grades ever attained at that 
university. 

In Sales Work Since 1923 


Following a year of teaching at the 
Little Rock high school, Mr. Gay be- 
came associated with Crane Company 
as sales promotion manager. That was 
in 1923 and ever since that time he has 
specialized particularly in sales plans 
and as a sales executive. Resigning 
from Crane Company in 1925 because 
of a decided attraction to the life insur- 
ance business, Mr. Gay attended the 
Aetna Life group school in Hartford 
and upon the completion of this course 
was made home office group representa- 
tive in Little Rock. 

His fine sales record in group and 
ordinary production brought him, in 
1926, the appointment of associate gen- 
eral agent in charge of the Shreveport 
office under Gordon Campbell, general 
agent at Little Rock. In this important 
office he was notably successful, organ- 
izing and building within a two-years 
Period a full-time field organization 
with a highly gratifying production 
record. 

In October, 1928, Vice-president K. 
A. Luther took Mr. Gay to the home 
Office, where he was appointed super- 
intendent of the southern division agen- 
cies. In January, 1930, he was promoted 
to an assistant superintendency of 








agencies and in January, 1931, he was 
elected agency secretary. 





Crawford Made Charlotte Manager 


J. W. Crawford has been appointed 
manager at Charlotte, N. C., by the 
Union Central Life. He succeeds G. 
M. Peters, who goes to the Philadelphia 
office as estate department manager. Mr. 
Crawford was formerly with the Na- 
tional Equity Life at Little Rock, Ark. 


Opens San Antonio Branch 


The Kansas City Life has opened a 
branch office in San Antonio, Tex., suc- 
ceeding the Arthur E. Biard Company 
agency, former general agent for south- 
west Texas. W. W. Johnston, formerly 
manager of the life department of the 
Biard Company, will be in charge of 
the new office at 1408 Milam building. 


Noel to Guarantee Mutual 


G. A. Noel, formerly San Antonio 
general agent of the California-Western 
States Life, later with the Acme Life 
in San Antonio, but more recently in 
Dallas and Fort Worth, has joined the 
W. A. Gamble agency of the Guarantee 
Mutual Life in San Antonio, as assistant 
general agent. 








Supervises Texas for Capitol 


Elmer Moore, for twelve years with 
the Liberty Life of Topeka, as super- 
intendent of agencies and agency su- 
pervisor, the last year and a half in 
San Antonio, has been appointed agency 
supervisor in Texas for the Capitol Life 
of Denver, with offices in the Milam 
building, San Antonio. 


Tickner with Guaranty Life 


V. L. Tickner, former vice-president 
of the American Life of Denver, who 
left that company some time ago, is back 
in Denver doing agency work for the 
Guaranty Life of Davenport, which is 
planning to establish a general agency in 
Denver. 








Miller Denver Supervisor 


E. C. Miller has been made supervisor 
in agency development for the Denver 
office of the Penn Mutual, being charged 
with getting new men into production. 
He has been with the agency about a 
year and has paid for 70 cases since Jan. 
1. C. E. Eddleblute, secretary of the 
Colorado Association of Life Under- 
writers, is general agent. 


Arthur Johnson Resigns 


Arthur Johnson has resigned as home 
office agency manager of the Yeomen 
Mutual Life in Des Moines. The place 
has not yet been filled. Mr. Johnson 
has announced no plans. 


Prudential Manager at Toronto 


D. C. MacDonald has been appointed 
manager of the Toronto, Can., ordinary 
agency of the Prudential. He succeeds 
R. J. Williams, taking offices in the 
Canadian Bank of Commerce building. 
He isa C. L. U. He became an ordi- 
nary special agent in 1932 and two 
years later was made assistant manager. 


Bond Is Dallas Manager 


Thomas L. Bond has been named 
manager at Dallas, by the Volunteer 
State Life. His offices are at 511 Santa 
Fe building. 








We're glad to have 


a spoke in these 









































Optimism is riding high in the Northwest. Auto wheels, 
tractor wheels, factory wheels, are turning with a new 
stride and business augurs the best in 15 years. 


Provident Life, born and nurtured to success in the North- 
west, is alert to every trend of the territory, and pre- 
pared to serve wisely and widely in the inevitable demand 
for more insurance. Provident's firm foundation and 
its constantly increasing strength in assets and contin- 
gency reserves, symbolize SAFETY, and SAFETY is the 
first interest of every economic recovery. 


Representatives who value real cooperation in agency 
building, are invited to get in touch with us. 
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Bismarck, North Dakota 
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The what, why and how 


of the life insurance business 


—a complete, non-technical 


explanation of principles and practice 


ERE is a book that gives you practical infor- 
mation on all phases of the life insurance 
business from the organization of a life insurance 
company and a description of life insurance poli- 
cies and their uses, to the regulation and taxation 
of life insurance companies and the legal aspects 


of life insurance. 





New Fourth Edition—Revised and Brought Up to Date 


LIFE INSURANCE 


By Joseph B. Maclean, Associate Actuary, The Mutual Life 
Insurance Company of New York. Fourth edition, 610 pages, 


544 x 8, $4.00. 
Features of the new edition 


—conditions and practice in Canada, including Government Regulation, Investment 


Laws, Annual Statement and development of Policy Provisions. 


—special developments during the depression; Moratorium on Cash and Loan Values, 
Inflation, Mortgage Moratorium Laws, Investment Situation, Changes in Reserve 


Basis, etc. 


—treatment of extra hazard from aviation and in connection with the liquor industry. 


—Retirement Annuities and similar contracts, Partcipating Annuities, Group Annuities, 
changes in basis of and terms for cash and other surrender values, recent laws and 


rulings of Revenue Department, etc. 


Order from 


THE INSURANCE BOOK HOUSE 
420 East Fourth Street 


Cincinnati 











THE NATIONAL 


UNDERWRITER 


October 4, 19. 














PACIFIC COAST AND MOUNTAIN 





Carpenter Hits “Pass Hatters” 


California Commissioner Takes Aggres- 
sive Action Against Mutual Benefit 
Concerns in Association Talk 


SAN FRANCISCO, Oct. 3.—Prac- 
tices which have grown up in the op- 
eration of certain of the loosely organ- 
ized “pass-the-hat” mutual benefit life 
and benefit assessment associations in 
California were vigorously attacked by 
Commissioner Samuel L. Carpenter, 
Jr., of California in a talk. Commis- 
sioner Carpenter spoke frankly regard- 
ing his determination to bring about 
some remedial reforms which will in 
some degree, at least, guarantee the 
members or policyholders the insurance 
which they believe they are purchasing 
when they join such associations. He 
has appealed the court decision which 
stopped him from liquidating one such 
organization. The insurance division 
will do everything within its power to 
keep any company which cannot meet 
the financial requirements to justify 
their being licensed from operating in 
California. 


Assails Assessment Outfits 


In discussing the assessment benefit 
organizations, which are known in Cali- 
fornia as “chapter 4 and chapter 6” 
companies, Commissioner Carpenter 
said he was “astounded” on taking of- 
fice to find such practices as had grown 
up. “When you find men engaged in 
a mutual benefit association who are 
supposed to be serving the interests of 
members taking unto themselves as high 
as 90 percent with payment of 10 per- 
cent for policyholders and with more 
than 50 percent of all claims presented 
being denied and of the remaining 50 





percent, 80 or 90 being compromised 


and when you find a man running three 
or four such organizations drawing, 
with members of his family, $60,000 or 
better in salary with automobile and 
other allowances which can be taken 
within the law and when you have 
widows and orphans wondering why 
they cannot collect their insurance pol- 
icy, it makes one’s blood boil to think 
that the state of California should be 
insulted by giving certificates to op- 
erate to such people.” “I know of 
nothing,” he said, “more despicable than 
to make a contract with a man where 
the ultimate payment of the contract is 
due only upon his death, when he can- 
not appear to defend himself or tell the 
circumstances under which he secured 
the policy, only to have those for whom 
he thought he had made provision find 
that he had been tricked into a contract 
which is a disgrace to the insurance 
business.” 


Los Angeles Managers Meet 


The Life Managers Association of 
Los Angeles has resumed its regular 
semi-monthly gatherings. A. A. Dewar, 
Equitable Life of New York, president 
of the association, presided, and the 
guest speaker was Mr. Horrworth, field 
secretary of the All-Year Club of Los 
Angeles, on “Why the World Builds 
Southern California.” 


Carmona Opens Office 


Formal opening of the new offices of 
the Occidental Life in Oakland occupy- 
ing the entire 11th floor of the Bank of 
America building, under the direction of 
George Carmona, was held last week. 
Since Mr. Carmona assumed manage- 
ment of the agency late in 1933 it has 
risen from 64th to sixth place in the 
company’s production list. O. W. Flet- 
ter is field supervisor of the agency. 








NEWS OF LIFE 


ASSOCIATIONS 





Admits Company Is “Fussy” 


J. W. deForest Gives Some Practical 
Advice to the Life Men of 
Rochester. N. Y. 


J. W. de Forest, general agent for 
the Aetna Life at Buffalo, was the 
speaker before Rochester, N. Y. Life 
Jnderwriters association.. He said there 
as°no reason why:’any life man, when 
thaking inquiries called for on large 
cases, should hesitate to admit that his 
company is “fussy” about its risks. He 

_urged turning this objection into an as- 
set by emphasizing that the company 
was just as “fussy” about the policy- 
holder’s money accepted from him and 
about every other phase of the business 
affecting the policyholder’s interest. Mr. 
de Forest gave examples to show that 
an advantage of sending out direct mail 
pieces was the opportunity which this 
gave to inquire about the reaction of 
this plan, and thus oftentimes imme- 
diately to get an insight into the pros- 
pect’s mind. The alert agent will nearly 
always find an open door in the con- 
versation of a man who will begin talk- 
ing about life insurance. 

An effective indirect approach is to 
show prepared insurance programs to 
an executive of a firm without neces- 
sarily disclosing the name of the party 
for whom the program is prepared but 
simply indicating that the program is 
being prepared for one of the other ex- 
ecutives in the same company. The 
plan is exceptionally effective if the pro- 
gram is shown to a senior executive, 
and he is asked what he thinks of the 
plan which is being considered by one 





of the juniors. Frequently the senior 
executive becomes interested for him- | 


self. W. G. Broadbooks of the Equit- 
able of New York is president of the 
Rochester association. 

pet tag! hee 


Tennessee.—A Walton Litz, manager 
of the Kentucky-Tennessee branch office 
of the Great Southern Life at Nashville, 
is the new president of the Tennessee 
association. Other new officers are: 
Vice-presidents, F. W. Hamilton, Mutual 
Life, Knoxville, Tenn., and Jeff Gross, 
Massachusetts Mutual, Memphis; secre- 
tary-treasurer, Nellie J. Roche, Massa- 
chusetts Mutual, Nashville. State com- 
mitteemen are: B. H. Odum, Phoenix Mu- 
tual, Chattanooga; Ralph Talley, Pacific 
Mutual, Knoxville; S. H. Turnbull, New 
York Life; Memphis, and G. C. Woods, 
Bankers Life, Nashville. The board of 
directors includes Mr. Litz, L. L. Baker, 
Nellie J. Roche, Steve H. Turnbull, B. H. 
Odum, Ralph Talley and G. C. Woods. 
Chairman of committees are: Conven- 
tion, Hal Blair, Phoenix Mutual, Knox- 
ville; education, W. H. Browder, Penn 
Mutual, Nashville; extension, J. W. 
Bishop, Volunteer State, Chattanooga; 
finance, Fred Hamilton, Mutual Life, 
Knoxville; legislation, Jno. Lippitt, Pru- 
dential, Memphis; membership, L. W. 
Rhodes, Interstate, Chattanooga; griev- 
ance, B. H. ‘Odom, Phoenix Mutual, 
Chattanooga. 

* * x* 

Peoria, Ill—A. H. Kahler, superintend- 
ent of agents of the Indianapolis Life, 
was the principal speaker, saying in 
part: “Insurance should be placed only 


so that it fills an individual’s needs, 


never sold simply to add to an insurance 
man’s ambition to meet his quota. It 
is detrimental not only to the company 
the salesman represents but it is bad for 
the entire institution of life insurance 
when a policy is placed where it isn’t 
needed, That is not the purpose of life 
insurance. It was founded and is car- 
ried on today as benefactor of the public. 
It is just as ridiculous for an insurance 
man to say, ‘I came to sell you insur- 
ance’ as it would be for a doctor to 
walk up to any one of you and say, ‘I 





came to perform an operation.’ If you 
don’t need an operation what is the sense 
in having one? The same applies to life 
insurance. There is a policy which will 
fill every need. Why not place these 
where they do the most good.” 

L. O. Schriver, national president, was 
guest of honor and gave a brief talk. 
Cc. W. Reuling presided. 


* * * 


Buffalo, N. Y.—J. W. Sanborn, for- 
merly Buffalo supervisor of field exam- 
iners for the U. S. income tax bureau, 
explained the effect of present state and 
federal legislation on life insurance. 
c. S. Hemberger, association president, 
outlined plans for its autumn and win- 
ter activities. 

* * * 


Little Rock, Ark.—The guest speaker 
was W. A. McDonnell, executive vice- 
president Commercial National Bank, on 
life insurance and credit. Paul Atkinson, 
Penn Mutual, covered the high spots of 
the national convention at Des Moines. 
George Vinsonhaler, John Hancock Mu- 
tual, vice-president of the association, 
presided. 

* * * 


San Francisco. — A constitutional 
amendment has been approved by the 
directors which will provide for an “as- 
sociate membership,” into which would 
fall all those who have been in the busi- 
ness less than two years. The amend- 





ment will now be placed before th 
ral membership for vote. 
* * * 

Wichita, Kan.—At the first regula 
meeting of the year, reports were he 
on the recent national convention, 
W. H. Mikesell of Wichita Universit 
will give the first of a series of : 
dresses on “The Psychology of Selling 
at the next meeting Oct. 12. 

* * * 

Hartford—Insurance Commissiong, 
Blackall will be the speaker Oct. 15, 

* * * 

Columbia, S. C.—Jeff B. Bates, sta, 
senator, has been elected vice-presigey, 
of the Columbia association SUCCEeding 
the late T. L. Wardlaw. 


* * * 


Chattanooga—A. W. Litz of Nashyi), 
manager Great Southern and _presiden, 
Tennessee association, will address the 
Chattanooga association Oct. 18. 

Fifty new members were initiated by 
the association at the September meq, 
ing, bringing the total to 104, 


* * * 


Atlanta—Senator R. M. La Follette o 
Wisconsin will be the principa] speake 
Oct. 4. 


© gen. 


* * * 


Oklahoma City.—The first fall meeting 
is scheduled for Oct. 7. 





— 





As SEEN FROM CHIGAGO > 





HEIFETZ AGENCY OUTING 


The Samuel Heifetz agency of the 
Mutual Life of New York in Chicago 
held a golf outing at Idlewild Country 
Club recently for leading agents in paid 
for business or number of applications. 
F, C. Varney won low gross prize. In 
a business stimulation conference held 
in the evening it was decided to form 
a round table club to meet monthly, 
agents qualifying for attendance by $15,- 
000 or more of business in a month. Mr. 
Heifetz announced the annual agency 
convention would be held Nov. 1, an 
all-day affair with Mr. Heifetz presiding 
and addresses by him and organizers, 
supervisors and agents. His agency was 
fifth on a paid basis country-wide in 
the Mutual Life for the 12 months ended 
Sept. 1. 

x * x 
COMMUNITY DRIVE ON 


Insurance men are taking an active 
part in the Chicago Community Fund 
Drive in October. Hermon D. Smith, 
vice-president of Marsh & McLennan, is 
general chairman of the insurance divi- 
sion. Each division of the insurance 
business has a separate chairman, E. B. 
Dudley, Travelers, heading the life di- 
vision. The personnel of his committee 
is as follows: 

W. M. Rothaermel, Equitable Life, N. 
Y.; Frederick Bruchholz, New York 
Life; A. D. Hallagan, Metropolitan 
Life; Alexander E. Patterson, Penn Mu- 
tual Life; Isaac Miller Hamilton, Fed- 
eral Life; P. B. Hobbs, Equitable Life 
of New York; E. B. Thurman, New 
England Mutual; W. M. Houze, John 
Hancock Mutual; L. S. Broaddus, Aca- 
cia Mutual Life; C. H. Ford, Prudential; 
and Walt Tower, Chicago Association 
of Life Underwriters. 

The various insurance offices will be 
called on by the committee members 
and contributions sought from the firms 
as well as the employes. Inasmuch as 
federal and state relief funds supply 
only food, shelter and a certain amount 
of clothing, it is necessary that the pri- 
vate charities be supported so as to pro- 
vide for the general welfare work, es- 
pecially among children. Every major 
charity in the city participates in the 
community fund, so that those contribu- 
ting will not be solicited by the private 
charity in addition to the community 
drive. 

* * * 
CLAIM ASSOCIATION’S MEETING 


The Chicago Claim Association will 
hold its first meeting of the season 
Oct. 9. Dinner will be served on diners 
of the Milwaukee railroad at the Union 





Station, to be followed by a meeting 
in the assembly room of the station 
when Dr. W. D. McNally, prominent 
Chicago toxicologist, will speak on 
“Manganese Poisoning.” -His addres; 
will be followed by a round table dis. 
cussion, in which several well known 
medical experts will take part, as wel 
as the members of the club. 

It is expected that due recognition 
will be given at this meeting to the 
election of T. W. Hislop, president of 
the association, as vice-president of the 
International Claim Association at its 
recent annual meeting. 


* * * 
CHICAGO LAWYERS TO MEET 


The Chicago Life Insurance Lawyers 
Club will hold a meeting at the Union 
League Club next Tuesday evening. 0s 
car Haney will read a paper. 


* * * 
NEW YORK LIFE CONTEST 


The New York Life’s central depart 
ment will hold its annual dinner dance 
Dec. 21 in Chicago at the end of a two 
months sales congress which is now u- 
der way. 


INDUSTRIAL 


Round Table to Feature 
the Industrial Conference 


The program of the Industrial In 
surers’ Conference at White Sulphur 
Springs Oct. 14-16 will be taken 
largely with round table discussions 0 
the problems faced by the industrial 
companies at this time, such as the fe 
cent federal iegislation, the mechanical 
writing of policies by tabulating m* 
chines, the value of house organs 
agency bulletins. There will probably 
be an address on the better housing 
program of the Federal Housing At 
ministration. 

Peyton W. Jones, secretary, Bankers 
Health & Life, Macon, Ga., is president, 
George R. Kendall, president, Wash 
ington National, Chicago, is vice-prest 
dent, and W. B. Clement, assistant sec 
retary, Pilot Life, is secretary. 

The recent deaths of Charles 5. 
Drake, president, Empire Life & Acc 
dent, Indianapolis, and W. R. Lathrop, 
secretary, Southern Life & Health, Bir 
mingham, removed two of the oldest at 
most active members from the coniet- 
ence ranks. Both men were members 
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P of ‘ ppanager of the Forest City agency 
Selling vering the counties of McDowell and 

ritherfordton in North Carolina is an- 





unced by the Imperial Life of Ashe- 


ville. Last fall Mr. Williams was ap- 
pointed superintendent in the Asheville 
agency, having joined the company as 
an agent in the Wilmington agency in 
1933. F. A. Henson succeeds Mr. Wil- 
liams as Asheville superintendent. Mr. 
Henson was agent at Canton, N. C. 





Employes of the New Britain, Conn., 
district of the Prudential held an outing 
and field day. 
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onnecticut General Brings Out Protec- 
tion for Pleasure Flyers and 
Business Men 
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The Connecticut General Life has 
bought out an accident policy covering 
accidental death for those who fly for 
leasure or for private business in fully 
icensed airplanes. For some years per- 
sons insured under the Connecticut Gen- 
ral’s regular accident policies have been 
overed while traveling as passengers 
on regular air lines with licensed profes- 
sional pilots, but a policy covering those 


fying their own or chartered planes is 
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year in number of applications, with 30. 

Dwight Mead, general agent of the 
Pacific Mutual Life in Seattle, and 
president of the National Accident & 
Health Association, was among the 
qualifiers, with a personal production 
of 20 applications. Lester O. Schriver, 
general agent of the Aetna Life at 
Peoria, Ill., and newly elected president 
of the National Association of Life 
Underwriters, had four men in _ his 
agency who qualified. His agency was 
engaged in a contest with that of M. 
L. Seltzer of Des Moines, who was one 
of the big factors in making the ar- 
rangements for the life underwriters’ 
meeting in his home city. The Seltzer 
agency secured 64 applications on Hoo- 
doo Day, but qualified only two men 
for the Black Cat Club. 








NEWS OF LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. } nting the “Unique Manual- 

gest, hi annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 




















Northwestern Mutual Change 


Limits Single Premium Annuity, Short 
Term Endowment Issue to 


$40,000 Maximum 





__Limits of issuance of single premium 
life and endowment policies have been 
modified by the Northwestern Mutual 
Life, the company announcing it will 
not issue this contract on any plan for 
which rates are not listed nor for 
amounts which require a single premium 
over $40,000 inclusive of any single pre- 
mium for insurance or annuity paid on 
the same life within one year. The com- 
pany also will not issue these policies 
for delivery unless the required premium 
is collected with application. 

Due to this change limitation also is 
placed on the practice of changing poli- 
cies to fully paid up and to endowments 
maturing in a short time. The company 
contemplates no change in practice of 
changing policies to lower premium and 
reserve plans. As to changes involving 
substantal increase in policy reserves, 
other than conversion of term policies, 
the general rule stated is that changes 
from annual premium to single premium 
(i. e., to fully paid-up) or to an endow- 
ment plan shortly maturing will not be 
made where it appears the object is to 
secure a safe investment for funds of 
substantal amount. 


Reiterates Old Ruling 


The Northwestern Mutual reiterates a 
rule adopted early last year to the effect 
that issuance of life annuities is in effect 
limited to those purchased with new 
money, that is, money not entitled to 
benefits of option C settlement. 

Except under special circumstances 
the company will decline to quote rates 
on life annuities at young ages where 
the annual yield is less than 4%4 percent, 
or $45 annually per $1,000 of purchase 
price, as it is believed to do so might 
eventually result in misunderstanding. 
“The ability of conservatively man- 
aged life insurance companies to with- 
stand the destructive forces of the most 
severe depression and deflation this 


gree directed the attention of persons 
having funds to invest towards the 
safety of life insurance assets. As a re- 
sult of this there exists what may be 
called a flight of dollars in search of 
safety toward the doors of life insurance 
companies of demonstrated soundness 
and long experience with the problems 
created by depression. 


Main Function Protection 


“The degree of confidence in sound 
life insurance management indicated by 
the desire of persons possessing surplus 
cash to entrust their funds to the care of 
life insurance companies is, of course, 
very gratifying but under present condi- 
tions a situation exists under which it 
has become difficult to find investments 
that are satisfactory both as to security 
and yield. The primary function of a 
life insurance company is the insurance 
of its beneficiaries against the financial 
consequences of the death of the as- 
sured. Single premium life and endow- 
ment policies have, of course, an insur- 
ance element varying from 20 percent to 
70 percent of the face amount of the 
policy at the date of issue and thereafter 
decreasing more or less rapidly towards 
zero. 

“It is almost self-evident that those 
who are seeking for safety of their funds 
by the purchase of single premium poli- 
cies, and particularly short term endow- 
ments, are showing little interest in life 
insurance. Their chief interest is in 
finding a reliable custodian for their 
funds.” 





Continental Assurance’s New 


Rate Scale Is Illustrated 





Age 35 illustrative rates in the forth- 
coming new premium rate scale of the 
Continental Assurance are presented be- 
low for eight forms, as compared with 
the old rates which for the time being 
still are in effect. The new scale will be 
announced near the end of October. The 
rates are: 


Present New 

Rates Rates 
Ord. Life End. at 85..... $21.41 22.17 
20 Prem. End. at 85...... 29.34 30.81 
Oe Oe 20.06 20.82 
Commer. TO PAY. .«- cccuce 27.82 29.29 
16 PON. . casvivireusurrens 46.22 49.08 
eS ONS Se ere 42.09 43.20 
Oe ee eee 27.19 27.82 
Life Expec. Term......... 14.95 15.30 


Provident L. & A. Increase 


The Provident Life & Accident has 
announced that a new life rate manual 
is to be published soon. It appears that 
the lower investment yield made neces- 
sary an increase in rates. Most plans 
will have higher premiums or lower sur- 
render values. 


Withdraws Combination Form 


The Union Central on Oct. 1 with- 
drew its $1,080 single premium life and 
annuity combination contract. The sin- 
gle premium deferred annuity contract 
selling for $1,067 per unit, still is being 
issued. This contract pays 3 percent 
guaranteed interest plus surplus inter- 
est and has a cash value of $1,000 per 
unit in the first year. 








Seeks Commission on “Deal” 


Suit has been started in the federal 
court at Omaha against the heirs of the 
late B. H. Robison, who was founder of 
the Bankers Reserve Life of Omaha. 
The plaintiff, Frank A. Willard & Co. 
of New York, seeks $216,000 which is 
equivalent to a 6 percent commission on 
an offer of $3,600,000 for purchase of 
the Bankers Reserve Life by the Amer- 
ican National of Galveston, Tex., which 
Willard & Co. claims to have repre- 
sented in the proposed deal. The Bank- 
ers Reserve Life was later sold to the 
Ohio National Life. 


Denver Managers Meet Oct. 11 
The regular monthly meeting of the 












) , new departure, a landmark in both 
hccident insurance and aviation. 
Sararel In addition to the airplane hazard the 
} ew policy covers death due to any ac- 
neeting ident. The rate is $15 per $1,000. In 
Station, Border to keep the rate low, the more 
minent [}azardous types of flying and all pro- 
ak on Mi ¥essional flying are eliminated from the 
address BP coverage. : 
le dis. In devising the coverage and arriving 
nown Mat the rate the Connecticut General’s 
Ss well Be accident department had the assistance 
Bh of W. W. Brinckerhoff of New York 
nition ity, specialist in aviation insurance and 
to the Me treasurer of the Private Fliers’ Associa- 
ent of HP tion, who also will assist in underwrit- 
of the Hing the aviation hazard. 
at its In all departments, the Connecticut 
General has been one of the leaders in 
covering the flying hazards. In its opin- 
eT jon there is a considerable demand for 
insurance for these using their own or 
wyets [chartered planes and this will increase 
Union rapidly as engines are improved, as more 
x. Os Hand better landing fields are established 
jand the cost of flying reduced. 
i Black Cat Club Total Is 329 
dance a 
1 two Me Hoodoo Day” Sets New Record for 
w un J Production of Accident and Health 
Business in Single Day 
meee 
. | With 329 agents representing 43 com- 
Ls [panies already reported as having quali- 
~_ @ ‘ed for membership in the “Black Cat 
Club” by selling 13 or more accident or 
accident and health policies on Hoodoo 
/ Day, Friday, Sept. 13, that day un- 
nce HF doubtedly represents the biggest single 
day’s production of accident and health 
In  “Surance ever reported in the history 
phut pot the business. There are almost cer- 
e" ptain to be further additions to this list, 
of as returns are still coming in, and hun- 
ae ‘dreds of other agents recorded espe- 
trie B cially good production on that day, 
fe @ many of them missing the goal of 13 
nical Happs” by only a very small margin. 
ma Without exception, ‘companies and 
} of BM agencies reporting on the results for 
ably [Hoodoo Day show a tremendous in- 
sing J ‘ease over normal production. 
Ad § The first Hoodoo Day, sponsored by 
othe Accident & Health Review, Fri- 
cers “ay, July 13, 1934, resulted in 99 quali- 
ent, @ ‘Ying with the required 13 applications. 
ish: It sponsored the second observance this 
esi: tT Jointly with the National Accident 
ec: “ Health Association. There were 27 
who qualified this year for the second 
Se time. Four women agents were on the 
ccs 1934 list, two of whom repeated this 
op, >a", and there were 14 women among 
sir e new qualifiers. 
ind Ik hitney Ferris, representing the 
er: gm Mutual Casualty at Kankakee, 
ers l, topped the list of qualifiers this 








country has ever experienced,” the com- 
pany states, “has in a remarkabie de- 
























FATHERS— 
It’sUp to You! 


Your Boy and your Girl—you 
wish for them happiness and 


success in life. 


You can now make certain! 
The necessary provisions can be 
arranged safely, surely and eco- 
nomically through ... Berkshire 


Juvenile Insurance. 


Berkshire Associates are fully 
equipped to give their clients the 
advantages of Juvenile Insur- 
ance with payor benefits and the 
same liberal provisions accorded 


the regular adult policies. 


“Ask Any Berkshire Agent” 


BERKSHIRE 


LIFE INSURANCE CO. 


INCORPORATED 185! 
FRED H. RHODES, President 


HOME OFFICE 
_ PITTSFIELD, MASS. 














Life Agency Managers Association of 
Denver will be held Oct. 11. 
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Office Management Men in Conference 


(CONTINUED FROM PAGE 1) 





be familiar with all company practices 
such as premium collections, policy 
loans, agency contracts and policy con- 
tracts and must be famfliar with legal, 
underwriting and claim procedure of the 


company. aoe 
According to Mr. Skilton, the man- 
agement executive must understand 


the field viewpoint. The agent in the 
field owes the home office people noth- 
ing, but the home office men are de- 
pendent upon the field for their salaries. 
The Life Office Management Associa- 
tion is not concerned with production 
or the hiring of agents, Mr. Skilton 
stated, but it is concerned with field 
problems where the work is behind the 
counter. 


Dividing Line Not Distinct 


The dividing line between the field 
and home office is very indistinct, he 
said, and some of the companies have 
branch home offices which perform all 
of the functions of the home office. 
In some respects, the agency performs 
many home office functions, depending 
upon company procedure. There are 
1,750 students taking the Life Office 
Management Association Institute 
courses and the association is making 
plans to assist cashiers and employes. 

A nominating committee consisting 
of E. E. Reid, London Life; J. R. Sykes, 
Fidelity Mutual, and I. E. Stanford, 
Western & Southern, was appointed 
by Mr. Skilton to select the officers for 
the coming year. 

William Breiby, Fackler & Breiby, 
consulting actuaries, New York, out- 
lined the “Organization and Routine 
Changes Which Occur in Successive 
Steps in the Development of a Life 
Company” in a comprehensive manner. 
Mr. Breiby took a company from its 
inception and traced its development 
through seven stages. The seventh and 





final stage is reached when a company 
has $500,000,000 or more insurance in 
force, having its departments well de- 
fined with definite duties assigned to 
them. 


Morale Is Internal Unity 


E. E. Reid, managing director Lon- 
don Life, was chairman of the afternoon 
session. He introduced Prof. Ordway 
Tead, lecturer personnel administra- 
tion Columbia University, New York. 

Professor Tead stated that the per- 
sonnel problem resolved itself into the 
question of security, the question of 
sufficiency and the consideration of the 
status of the employe. According to 
Professor Tead, war is going to be pop- 
ular among people so long as it is the 
only way in which they secure a feeling 
of internal unity within themselves. It 
is the problem and right to create this 
feeling in peacetime and it rests with 
those in charge of personnel supervision 
to do so. He defined morale as a de- 
veloped sense of community, of rapport, 
of internal unity. Morale of the employe 
must be raised to a higher level. 


Development of Personnel Policies 


The balance of the afternoon was de- 
voted to a discussion of “Developments 
in Home Office Personnel Policies and 
Activities During the Depression Years 
and Probable Future Trends,” with S. 
E. Mooers, secretary Acacia Mutual, 
chairman. Papers were read by H. L. 
Rhoades, assistant to personnel officer, 
Metropolitan Life; C. A. Burns, staff 
training division, Canada Life; Dr. H. 
C. McAlister, associate medical director, 
Lincoln National Life; D. M. Steven- 
son, assistant secretary, London Life, 
and a committee report on aptitude and 
intelligence tests for life insurance cler- 
ical workers was given by M. A. Bills, 
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featuring— 

Unusually Comfortable 
Rooms, Good Food, Carefully 
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$2.50 Single 
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RADIO IN EVERY ROOM 


di Coilhaiaalhectiits 
® The NEILHOUSE 


re aay 
© The MAYFLOWER 


Rates from 


© The NEW SECOR 
Pe, Sy AN 
© The FLEETWOOD 


An Exclusive Winter Resort Hotel 
DeWitt Operated Hotels 


are located in the heart 
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assistant secretary, Aetna Life, followed 
by a discussion. 

The sessions Monday were followed 
by a banquet in the evening. 

Vice-president Charles Hommeyer of 
the Union Central presided over the 
Tuesday session. R. D. Barker, indus- 
trial engineer, Cincinnati, spoke on “The 
Unit System as a Tool in Office Man- 
agement,” followed by John Mitchell, 
New York, who discussed the econ- 
omies in life insurance printing and the 
advantages and disadvantages of a com- 
pany owned printing plant. 

The report of the nominating commit- 
tee which was given Tuesday morning 
by E. E. Reid, managing director Lon- 
don Life of Canada, was unanimously 
approved, the officers advancing a notch 
and President Skilton becoming a mem- 
ber of the board of directors. Mr. Tay- 
lor, formerly a director, becomes second 
vice-president. The executive staff con- 
tinues with F. L. Rowland, executive 
secretary; L. R. Woodard, associate sec- 
retary and C. K. Blackburn, educational 
secretary. 

New directors are R. R. Coombs, 
Massachusetts Mutual, and H. T. Polk, 
National Life & Accident; holdover, 
H. W. Foskett, Equitable, Ia.; J. B. 
Slimmon, Aetna, and W. F. Hagerman, 
Minnesota Mutual; retiring, Charles 
Hommeyer, Union Central; B. J. Perry, 
Massachusetts Mutual, and R. A. Tay- 
lor, Sun Life of Canada. 

R. A. Taylor, assistant comptroller 
Sun Life of Canada, was general chair- 
man of the Tuesday afternoon session 
which was given over to a committee 
report on home office supervision of 
agency and field auditing. R. W. Simp- 
kin, assistant superintendent of agencies 
Connecticut Mutual, presided over the 
committee reports and gave his report 
as chairman. Mr. Simpkin stated that 
there was need for better records in 
both the home office and the agency. 
The function of the auditing department, 
he said, was to prepare charts showing 
the general agent his margin of profit 
and how to control it. He later showed 
the forms the Connecticut Mutual asks 
its general agents to fill out for the con- 
fidential use of the home office to benefit 
them. These reports are thoroughly 
gone over and suggestions made to the 
general agent. : 


Agency Audits Discussed 


E. R. Walker, agency department 
State Mutual Life, told the interesting 
results he had obtained from 29 com- 
panies from inquiring into their agency 
auditing procedure. W. F,. Hagerman, 
comptroller Minnesota Mutual, outlined 
the agency auditing procedure of his 
company, which does not use field audi- 
tors. Miller, superintendent 
comptroller’s department Connecticut 
General Life, showed some interesting 
drawings and photographs of the sys- 
tematized office layout and organization 
his company had developed. This has 
been worked out in such a manner that 
the fundamental layout can be expanded 
to match the growth and development in 
the business of the agency without 
changes of any consequence. Mr. Miller 
stated that a pleasant office was impor- 
tant from both the point of view of 
the agent and of the public. He recom- 
mended that an architect be consulted 
in drawing up an office layout, rather 
than somewhat haphazardly drawing the 
plans out on an old envelope. 


Gives Agency View 


L. D. Fowler, general agent Connec- 
ticut Mutual, Cincinnati, gave the con- 
cluding report of the committee. Mr. 
Fowler had the distinction of being the 
only exclusively agency or production 
man on the program. He gave an il- 
luminating discussion of agency audit- 
ing and bookkeeping methods from the 
general agent’s point of view which were 
used in his own agency. According to 
Mr. Fowler, the general agent must be 
both a good salesman and a good busi- 
ness man. He said that those in the 
home office concerned with the problems 
of office management should not be so 
much concerned with what happens in 
the individual agency, but what happens 
in the agency in relation to the other 


a 
cussing his accounting methods, jy 
stated that he figured each desk had 
produce $150,000 during the Year » 
break even, on an average, with a a 
duction of at least $8,000 per ward 
month the minimum. Breaking doa 
the expenses in his agency, he stats 
that clerical expense was 40 cents pul 
$1,000 insurance in force, supervision 4 
and miscellaneous expense from $2.50 
$5, respectively. ; 

Mr. Fowler stated that the membe 
of the association were in an excelleg 
position to aid the general agent as th 
alone had the figures by which to judge 
efficient management. 

Wednesday morning opened Witht 3 
committee report under the chairmay, 
ship of S. A. Smith, secretary Penn My 
tual, on company practices in the di 
position of obsolete records. Joby 
Mayer, Penn Mutual, led the discussion 
After the discussion, there was a de. 
onstration of eauipment used in q “de. 
struction of records” program, Ay 
acoustical demonstration and illustrate 
lecture on sound waves followed. J, f 
Ruehlmann, vice-president Western & 
Southern Life, was general chairman of 
the session. 

C. F. Williams, president Western { 
Southern Life, had the subject, “The 
Personnel Equation in the Managemen 
of a Life Insurance Company,” Wedne. 
day noon at a luncheon which close 
the conference proper. Wednesday 
afternoon was devoted to an inspection 
of the home offices of the four Cincin. 
nati companies, Columbia Life, Union 
Central, Ohio National and Western & 
Southern, and the Norwood plant o 
Remington Rand, Inc. 

Thursday sessions were given over to 
the Life Office Management Association 
Institute Seminar, with C. K. Black 
burn, educational secretary of the a 
sociation, as chairman. 










L. O. M. A. NOTES | 











Much of the success of the conference 
was due to the work of the general con. 
mittee which included Charles Hon- 
meyer, vice-president Union Central; 1. 
W. Appleby, president Ohio National; § 
M. Cross, president Columbia Life, ani 
J. F. Ruehlmann, vice-president Westen 
& Southern. 

* * * 

There were exhibits of fourteen com 
panies manufacturing office equipmen 
in the ballroom in which the meeting 
were held. Between sessions, membet 
inspected the equipment with _ interes|, 
having the features of the forms and in 
tricate-appearing machines explained ti 
them. 

* * Xx 

The entertainment committee consiste 
of W. H. Emerson, Union Central; 8. J 
Blashill, Ohio National; I. E. Sanfori, 
Western & Southern and R. E. Stuebing, 
Union Central. 

* * * 

The Union Central was host to the a 
sociation Tuesday at luncheon. Wednes- 
day, all members were invited to the 
Western & Southern home office fo 
luncheon. “President C. F. Williams of 
the Western & Southern spoke at this 
gathering. 

* * * 

The Acacia Mutual and the Equitabk® 
Life, D. C., extended the invitation t— 
meet in Washington. 

* *k * 

Each ticket to the association banqut! 
Monday evening bore a number & 
titling the holder to a chance on a nef 
typewriter. Five tickets were draw 
out of a hat. These five were require 
to compete for the prize, typing out # 
a typewriter the sentence: “There alt 
three two’s, too’s, to’s (?) in the Englist 
language.” The five participating wét 
evidently of the “one lunger” style of 
typewriter operators as it required tht 
winner 23 seconds to type the sentent 
out when the normal typist requires bu 
8 seconds., H. N. Hamilton, assistant sv 
perintendent of agencies Union Centra 
was the winner. Sydney A. Smith, set 
retary Penn Mutual, won the consolati0 
prize, a handsome fountain pen. : 

* * * 

The Pavilion Caprice, where the meet’ 
ings were held, was air-conditioned. TH 
plant was going full force and mal! 
members found it necessary to retred! 
to the foyer occasionally to warm uP # 
bit as the weather was chilly, but bright 





agencies in the same company. In dis- 
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Six Modern Legal 
Reserve Contracts 


eOrdinary Life 

eTwenty Payment Life 
Endowment at Seventy 
eTwenty Year Endowment 
@Family Income 

ejuvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-four years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 
e8s 
Write for particulars and 


open territory to 


PETER F. GILROY, President 


1447 TREMONT STREET 
PENVER, COLORADO 




















NEWS OF THE FRATERNALS 





Mrs. Napieralski Is Deposed 


Polish Women’s Alliance Elects Mrs. 
Wolowski of Pittsburgh President 
at Quadrennial Meeting 








Miss A. Emily Napieralski, president 
of the Polish Women’s Alliance of 
Chicago for 15 years, was deposed in 
the quadrennial national convention 
held in that city, being succeeded by 
Mrs. Honorata Wolowski of Pittsburgh, 
who for some time has been state chair- 
man of the society in western Pennsyl- 
vania. Mrs. Napieralski for long has 
been active in the National Fraternal 
Congress and is a member of the execu- 
tivve committee. 

Mrs. Helen Sambor of Indiana Har- 
bor was elected vice-president, Mrs. 
Joanna Amvejewski of Chicago, the 
former treasurer, was elected general 
secretary and Mrs. Victoria Latvis, the 
former secretary, became treasurer. 

About 450 delegates from all points 
of the country attended, this being the 
17th national convention. 

Mrs. Napieralski lost out through a 
change of the constitution made by 
amendment which was adopted limiting 
tenure of office. The amendment pro- 
vides a limit of two consecutive offices 
of four years each, an officer not being 
privileged to run again for the office 
previously held. No change was made 
in the posts of editor, medical examiner 
and attorney. 

New directors elected are: Mrs. G. 
Potocki and Mrs. M. Lopacinski.: Three 
directors were reelected: Mrs. S. Joch- 
imowski, Mrs. R. Petlak and Mrs. A. 
Gawarecki, who with the officers make 
up the board. 
































ANNOUNCING 


Our New and Complete Line of 
Insurance Contracts on the 
American Experience 3% Basis. 


LUTHERAN MUTUAL AID SOCIETY 


Waverly, lowa 
GOOD TERRITORY FOR AGENTS 
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—you want 
the 
“FRATERNAL 
ComPEND-DIcEsT” 


New 1935 Edition 








Just Issued 


ORDER NOW! 
Single Copy $2.00 








for Facts and Figures on Fravernat INSURANCE 


Gives authoritative information on all Socie- 
ties of the United States and Canada having 
one million or more in force, treating them as 
legal reserve or assessment organizations ac- 
cording to their actual plan of operation. 


Shows 
actual cost of insurance to members admitted 
at the present time, and essential features of 
the contracts. Includes a brief history of each 
Society’s readjustments, mergers or reinsurances. 


A special tabulation of Insurance in Force on 
the various Reserve Bases is included for over 
200 Societies. 


Address The National Underwriter, 420 East Fourth St., Cincinnati 


financial and actuarial condition, 

















Great Increase in Juvenile 





Societies in National Fraternal Congress 
Report on Results Experienced 
in 1934 





Juvenile department membership in 
societies of the National Fraternal Con- 
gress increased 7.78 percent, while com- 
bined department membership increased 
only 0.85 percent, the committee on 
state of the order and statistics reported 
for the year 1934. Juvenile membership 
increased 59,505 while there was a de- 
crease of 19,669 in the adult department. 
The amount of insurance in force in 
the juvenile department increased $42,- 
500,866, 46 societies or 65.7 percent of 
those having juvenile departments 
showing increase in juvenile business. 
Juveniles made up 35 percent of new 
members written in the year and 16.21 
percent of new business was on lives of 
children. 

The societies paid out to members 
$81,667,012 total benefits, including death 
claims, disability payments, sick and ac- 
cident claims, old age payments, cash 
withdrawals, refunds, etc. 

The average loss ratio per $1,000 has 
increased each year since 1930, being: 
1930, 12.1; 1931, 12.9; 1932, 13.8; 1933, 
14.8; 1934, 15.3. 

There were 634,154 members written 
by the societies in the year for $447,- 
410,724 new business, compared with 
446,602 members and $325,127,594 new 
business in 1933. The new business 
mark exceeded every year since 1930. 
There were 37 societies showing net 
gain in adult membership and 35 in 
adult insurance in force; 48 with net 
gain in juvenile membership and 46 
juvenile insurance in force; 46 net gain 
in combined membership and 37 net 
gain in combined insurance in force. 

The average adult certificate issued in 
1934 was $910 compared with $978 the 
year before, $1,001 in 1932 and $1,025 in 
1930; average juvenile certificate in 1934 
was $326 as against $355 in 1933, and 
$350 in 1932. The average amount in 
force per member was: Adult depart- 
ment—1934, $951; 1933, $953; 1932, 
$953; 1931, $1,037; 1930, $1,055; juvenile 
department—1934, $369; 1933, $343; 
1932, $322; 1931, $307; 1930, $295. 

Average mortality ratio was 83.5 per- 
cent; average solvency ratio, 106.73 per- 
cent; net rate of interest earned, 3.95 
percent. 

Real estate and bonds held increased 
in ratio during 1934 and mortgages and 
premium loans decreased. Real estate 
comprised: 1931, 4.2 percent; 1932, 4.6 
percent; 1933, 6.37 percent; 1934, 7.96 
percent; mortgages, 22.9, 19.4, 19.34 and 
16.57, respectively; certificate and pre- 
mium loans, 4.2 5.4, 6.53 and 6.41, re- 
spectively; other assets—3.5, 8, 6.86 
and 7.46 respectively. 


Hughes Made Maine Manager 


DETROIT, Oct. 3—G. M. Hughes, 
for several years manager of the Detroit 
metropolitan accident and' health de- 
partment of the Maccabees, has been 
promoted to state manager for Maine, 
with headquarters in Portland. Mr. 
Hughes was one of the founders of the 
Accident & Health Managers Club of 
Detroit and has served as its secretary 
for the past three years. 





Texas Congress to Meet 


The arrangements committee for the 
annual convention of the Texas Fra- 
ternal Congress scheduled to be held in 
Dallas Nov. 12 to 13, is considering in- 
viting the National Fraternal Congress 
to hold its convention in Dallas either 
this fall or next year during the cen- 
tennial celebration. R. E. Miller of Dal- 
las is president of the state congress 
and J. H. Cullom secretary. About 400 
delegates are expected to attend. 





Will Have Charge of 
the Registration Desk 























Lo’ 





MISS MABEL HAMMOND 


Miss Mabel Hammond, assistant sec- 
retary of the American Life Convention, 
will have charge as usual of the regis- 
tration desk at the annual meeting at 
the Edgewater Beach Hotel in Chicago 
next week and will look after multitudi- 
nous details that are required of one pre- 
siding over that important work. The 
registration desk is the information bu- 
reau and the hub of the wheel of the 
convention. Miss Hammond is a woman 
of charm as well as possessing real busi- 
ness ability. 








Wisconsin Directory Issued 





New Reference Book of the State 
Comes from The National Un- 
derwriter Press 





The 1935 edition of the Underwrit- 
ers’ Handbook of Wisconsin has just 
been published by THE NATIONAL 
UNDERWRITER and contains much _ in- 
formation of interest to the insurance 
people of the state. According to the 
compilation there has been quite a drop 
in the number of agents licensed this 
year. Whereas there were 46,681 agents 
licenses in 1934 there are only 40,512 in 
1935. The largest decrease comes in 
the number of casualty agents, 11,738 
in 1935 compared with 14,581 in 1934; 
life agents dropped from 5,535 to 3,616 
and fire agents from 26,565 to 25,158. 


Gives Complete Picture 


The Wisconsin Hand-Book gives a 
complete picture of the situation in the 
state insurance-wise. It contains the 
list of all agents and agencies showing 
the companies represented, members of 
the firm, date established and other in- 
formation about each agency; the com- 
plete list of companies licensed is given 
together with financial and official set- 
up and names and addresses of local 
field men or managers; much miscel- 
laneous information is given such as: 
laws of the state on insurance, list of 
local insurance organizzations, classi- 
fication of the various towns as to fire 
protection, lists of insurance adjusters 
and attorneys, population of each town 
and lists of general agents and man- 
agers. 

Statistical information includes the 
record of the fire and life companies in 
the state for the past six years and the 
casualty companies for two years classi- 
fied as to lines written. Also given is 
the 1934 record of the fire companies in 
Milwaukee showing premiums and 
losses. 


The Great-West Life Toronto 1 branch, 

A. H. Baker, Manager, due to in- 

creased business has moved the 
Canada Permanent building. 
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“Ad” Men Stress Theme “Specifics” 


(CONTINUED FROM PAGE 1) 





citing the Connecticut Mutual bulletin 
for brokers and a special issue of the 
house organ on prospecting local. Pub- 
licity is obtained for the company when 
home office officials visit local agencies. 
The advertising department men when 
visiting agencies often get more accurate 
pictures of agency morale, problems and 
reactions than men from the agency de- 
partment itself. 

Coordination on the part of the agency 
department, according to Mr. Coffin, 
should include a constant boosting of the 
advertising and sales material, opportu- 
nities for the advertising men to broaden 
viewpoints, attendance at meetings, dis- 
cussing subjects related to their work, 
supplying of ideas on what the field 
wants, backing up the advertising de- 
partment with other officers when neces- 
sary, providing news items from the 
field, and frequent conferences. Mr. 
Coffin concluded by offering eight defi- 
nite suggestions for smoothing relations 
between agency and advertising depart- 
ments. 

Appoints Committeemen 

Before noon recess which was used 
for judging the 323 panels of exhibits, 
President Swisher appointed Leroy 
Cushman, Massachusetts Mutual, and 
Chlo Peterson, Business Men’s Assur- 
ance, members of the resolutions com- 
mittee. 

C. T. Steven, Phoenix Mutual, directed 
the Monday afternoon program, first in- 
troducing Clement Kennedy, president 
New Ocean House, where the meeting 
was held, who outlined the policyholders’ 
viewpoint. A clinic on sales campaigns 
was opened by Bert N. Mills, secretary 
Bankers Life, who defined the elements 
of planning as space, time and timing. 
Under the first he emphasized mailing 
importance; under the second, a schedule 
of action which gave time enough for all 
participants in sales campaigns to absorb 
campaign ideas and layout plans for use, 
and under the third, the necessity of pro- 
viding rhythm, contrast, freshness and 
accent points during the campaign. He 
was followed by S. P. Ferguson, Lon- 
don Life, and Karl Ljung, Jr., Jeffer- 
son Standard, who spoke on promoting 
and conducting sales campaigns. 


Use of House Organ 


House organ mention of the local 
agent may be put to direct use in the 
field, said R. E. Wood, publicity direc- 
tor Reliance Life, by supplying four- 
page letterheads to the agent bearing 
reprint of personal item about him or 
sending him extra copies of the issue. 
Pictures of current news events, man- 
agers, agents and clients, agents and 
city background, great historical person- 
alities, may be used for front covers of 
house organs. 

Miss S. Alberta Stutsman of the 
George Lackey general agency of the 
Massachusetts Mutual in Detroit told 
how she stimulated use of direct mail 
in that agency. She displayed produc- 
tion charts which showed that as high 
as one-half the production of the agency 
in One month came from names on the 
direct mail lists. Agents there receive 
$1.96 in first year commissions for every 
name circularized. Best results are ob- 
tained by steady users who average $3.16 
in first year commissions for each name 
submitted. 


Common Sense Attitude 


The president of the Direct Mail Ad- 
vertising Association, L. J. Raymond, 
Boston, was the last speaker Monday. 
He praised the common sense, present 
day attitude toward direct mail as 
largely supplementary to personal sell- 
ing and use of other advertising media. 
He advised obtaining a copy of a book- 
let on direct mail tie-in soon to be issued 
by the Franklin Printing Company of 
Philadelphia. 

At the banquet Monday evening, Sen- 
eca M. Gamble, chairman exhibit com- 
mittee, announced the winning exhibi- 
tors. The Connecticut Mutual won the 
company cup. Exhibit classes and the 





winners in order of rank are: Insurance 
journal advertising—Penn Mutual, Con- 
necticut General, Equitable of New 
York, Central Life of Iowa; magazine 
advertising—Northwestern Mutual, Eq- 
uitable of New York, Penn Mutual, 
Bankers Life of Des Moines; newspaper 
advertising—Imperial Life of Canada, 
Equitable of New York, North Ameri- 
can of Toronto, London Life of Canada. 

Booklets—Penn Mutual, Bankers of 
Des Moines, Lincoln National, Provi- 
dent Mutual; folders and_ leaflets— 
North American of Toronto, Mutual 
Life of Canada, Massachusetts Mutual, 
Equitable of New York; other printed 
material—Connecticut Mutual, Bankers 
of Des Moines, Imperial, Provident Mu- 
tual; weekly publications to agents— 
Equitable of New York, Northwestern 
National, Bankers of Des Moines, Life 
of Virginia; all other publications to 
agents — Massachusetts Mutual, Con- 
necticut Mutual, Home Life of New 
York, Life of Virginia. 


Other Awards Made 


Publications to policyholders—North- 
ern Life of Seattle, Connecticut Mutual, 
Imperial, Massachusetts Mutual; sales 
promotion—Metropolitan Life, Acacia 
Mutual, Reliance Life, Yeomen Mutual; 
direct mail—Massachusetts Mutual, 
Acacia Mutual, Reliance Life, Provident 
Mutual; conservation— Reliance Life, 
Connecticut Mutual, Northwestern Na- 
tional, Great-West Life; annual state- 
ments—Provident Mutual, Connecticut 
Mutual, Bankers of Des Moines, Lincoln 
National. 

Charles C. Gilman, National Life of 
Vermont agent, Boston, Gilmanesqued 
the banqueteers to their hilarious delight 
for nearly an hour. His performance 
kept harmony with the program and its 
emphasis on specifics, closing the first 
day with a full consignment of fun. 

Mr. Slattery has been with the Penn 
Mutual for 11 years, beginning his work 
there as a traveling auditor. For the 
last seven years he has been manager 
of the direct mail department. He has 
served the association as vice-president 
and treasurer. His direct mail display 
won first prize at Toronto. 


Discuss Life Insurance Week 


J. M. Blake, manager field service, 
Massachusetts Mutual, presided on 
Wednesday. Discussion of Life Insur- 
ance Week began with review of the 
1930 activities by Nelson A. White, ad- 
vertising manager Provident Mutual. 
C. V. Pickering, advertising manager 
Aetna Life, praised the work of Mr. 
White as chairman of the 1935 publicity 
committee and stated all the 1936 com- 
mitteemen are members of the Life Ad- 
vertisers Association. 

Comparative costs in life insurance ad- 
vertising was the theme of a dialogue 
between John Marshall Holcombe, Jr., 
manager, and K. R. Miller, consultant, 
Life Insurance Sales Research Bureau. 
Forty-five companies answered a ques- 
tionnaire from the bureau. Fifteen 
companies with $400,000,000 or more in 
force are called the A group, those with 
from $150,000,000 to $400,000,000 the B 
group. The C group runs down to 
$50,000,000, and the D group with less 
than $50,000,000. 


Advertising Appropriations 


Fifteen reporting were in the A group, 
eight in the B group, 15 in the C group 
and seven in the D group. Into maga- 
zine advertising goes the following pro- 
portions of advertising, publicity and 
sales promotion appropriation; A group, 
25 percent; B group, 8 percent, and C 
and D groups, 5 percent. For newspaper 
advertising, larger companies, 4% per- 
cent; smaller companies 5 percent. In- 
surance journal advertising got 8 per- 
cent of the A group appropriation, 22 
percent B group; 17 percent for C and 
D groups. 

Direct mail expenditures are propor- 
tionately increasing. For A companies, 












it is 9 percent, B companies 17 percent, 
C companies 9 percent, and D com- 
panies, 7 percent. More conservation 
material is being issued. The A group 
spends on its advertising and publicity 
$1.19 per $100 of new premiums; B com- 
panies $2.54; C companies $4.03; D 
companies $5.97. The median annual 
expenditure for A companies was 
$56,000, B companies $20,000, C com- 
panies $10,000, and D companies $4,150. 

Ward Phelps, Life Insurance Sales 
Research Bureau, Hartford, led off 
Tuesday morning by citing examples of 
news stories from life companies which 
were valued highly by newspaper ed- 
itors. Lost policyholders, oldest loans, 
long time future contract obligations, 
are promising subjects, he said. John 
Nelson, supervisor of public relations 
Sun Life, Montreal, quoted Ivis Lee as 
stating that public relations counsel 
should be in position to influence basic 
company conditions so that justifiable 
public criticism could not exist. Mr. 
Nelson said the public relations coun- 
sel should be an interpreter for and to 
both the public and the company man- 
agement. 

It is up to life company publicity de- 
partments to make clear to agents and 
the public the relationship of the new 
federal social security program to life 
insurance, said R. G. Richards, agency 
secretary Atlantic Life. If this is not 
done, he _ predicted, companies and 
agents may face a crisis later without 
the time to get their message over. 
Larry J. Evans, assistant director of 
agencies Northwestern Mutual, named 
company prestige and agency morale 
building as the two proved results of 
national magazine advertising. Another 
conclusion reached is that the better 
the prospect the less likely he is to send 
in a coupon. 

National Advertising Grows 


Life company magazine advertising 
expenditures have climbed from $100,- 
000 annually 20 years ago to $2,000,000 
now; four companies were in the mag- 
azines then, where there are 22 now, 
H. F. Koch, Sr., advertising assistant 
New England Mutual stated. Mr. Koch 
urged that magazine advertising be 
made to do some preliminary work for 
the salesman and also lead him to the 
prospect. 

>. E. Crane, National Life of Ver- 

mont director of publicity, in a refresh- 
ing brand of Vermont humor defended 
institutional advertising as basic for 
effective merchandising. Details of how 
the Equitable Life of New York 
has made successful use of small news- 
paper ads were given by A. H. Red- 
dall, the Equitable’s advertising man- 
ager. An expenditure of $16,000 in 
classified columns of seven New York 
newspapers since 1930 has resulted in 
appointment of 1,479 agents who have 
produced $49,000,000 of business. Mak- 
ing posters do their supplementary job 
at reasonable cost requires some skill. 
The method to be employed was out- 
lined by Clifford Elvins, advertising 
manager Imperial Life of Canada. 
L. Fisher, advertising manager, Lin- 
coln National, said posters should be 
treated as visual loud speakers which 
will repeat indefinitely a 10 or 12 word 
message. 


Dr. Stevenson’s Warning 


Dr. J. A. Stevenson, general agent 
Penn Mutual, Philadelphia, gave the 
holding of the present public confidence 
in life insurance as the primary job to 
be done by life companies through ad- 
vertising. He warned against any 
boastful attitude which might interfere 
with present day acceptance of life in- 
surance security. Factual presentations, 
put forward in pleasant pictures and 
tying in with current trends, he named 
as fundamentals. The connection af 
life insurance with a housing construc- 
tion revival, retirement income and 
women’s increasing part in life insur- 
ance purchase, were given as examples 
of current trends. 

Company sales aids should be paid 
for by the agent. This is the working 
practice of the Bankers Life of Iowa, 
and just how it works was the subject 
of John H. McCarroll, advertising man- 











Big Factor in Insurance 
Advertising Confereng 
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ARTHUR H. REDDALL 
pro 






fessior 








Arthur H. Reddall, along with thjmtha 
other officers, was reelected at the anf 
nual meeting of the Insurance Advertis 
ers Conference recently. He is se. 
retary-treasurer of that organization, He 
is assistant secretary and advertising 
manager of the Equitable Life of Ney 
York. He was born in Brooklyn and 
educated in the schools there, He 
joined the Equitable Life in its hom 
office as a stenographer in 1899, He 
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specialized in printing and advertising ari 
and became associate editor of the a . 
0 ‘giv 


agency periodical in 1915. He was given 
the title of assistant secretary in 19%, 
He is the author of “Publicity Methods 
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for Life Underwriters.” bane 

of the p' 

whereas 
ager. Tuesday’s session closed witha eS 
demonstration of selling direct mail us sibility i 
to an agent. J. M. Blake, manager fiell I involved 
service, Massachusetts Mutual, took the “The | 


part of the general agent and Seneca professi¢ 
M. Gamble of the same company a iM tivity is 


the agent. C. T. Steven, advertising Ha matte 
Manager Phoenix Mutual, _ presided HR is not 1 
Tuesday morning. activity 


After an executive session devoted to RR develop: 


special problems of members conducted 


because 


by Richard C. Budlong, publicity direc IR for disi 





tor Northwestern National, Henry Ei speciali: 
North, second vice-president Metropol 

tan Life, gave his talk on “How the Ad: je States 
vertising Sales Promotion Department Is Ut 
Can Help the Agent Build Prestige’ “In t 
Mr. North said most national life insu J the prc 
ance advertising did not touch closely HF any rez 
enough the problems of readers and the BF under « 
methods by which life insurance solves BF reached 
those problems. Advertisements should & ice is a 
emphasize service and not policies and I of thos 
historical facts, he believes. Mr. North Defi 
endorsed the idea of life insurance inst’ FF buildin, 
tutional advertising done jointly to em J with o 
phasize life insurance service. ing, we 
Ljung Issues Invitation 
Resolutions of thanks to speakers pag 
committees and officers, presented bj pect a 
Levy Cushman were adopted. Kat proval 
Ljung, vice-chairman of the Souther Writes 
Round Table, invited all to its meetil? BP fice oe 
in Birmingham next spring. Preside! BR five y, 
Swisher adjourned the meeting after SP FP the or 
cial praise of the program committtt FB of the 
and an introduction of the new president BB ance |, 
D. Bobb Slattery. He 
of qui 

t Fe ency, 

To Check Licensing good 
OKLAHOMA CITY, Oct. 3.—Se fH cisent 
retary S. W. Philpott of the Oklahoma J i°).' 
insurance board, who has appointed 4 read 
committee of field men and local agent} ay. 
to aid him in eliminating the appoint BH 





ment of unqualified fire and casualty 
agents, reports that similar steps will 
be taken soon regarding the licensing 
life insurance agents. 












polici 











ber 4 somctober 4, 1935 





THE NATIONAL UNDERWRITER 





23 











“SALES IDEAS AND SUGGESTIONS 











= 








Bolient Building Sales Method 
Bakes for Permanency 








Agents are confronted today with a 
ndamental decision to make as to 
hether they are to. build a career or 
erely hold down a job; whether future 
ctivities will rest on a basis of perma- 
ent clients or only temporary custo- 
hers, President James A, Fulton of the 
ome Life of New York declared at 
he organization meeting of the Client 
builders’ Club of his company held in 
Bkytop, Pocono, Pa. Mr. Fulton in this 
eme sounded the keynote of the ses- 
on, He outlined the Home Life’s pro- 
m, which is to concentrate on the 
ents who are entering the period of 
professional life insurance selling. — 
Qualification for membership in the 
new organization is based primarily on 


























. professional accomplishments rather 

With theiggithan production totals, although there 1s 
t the ap.fqgea minimum production requirement. 
Advertis. Emphasis is on a maximum amount of 
> is. sec. maualified clients and client contacting 
ation, Hegmecttort in the club year. 


lvertising Mf president Fulton Sounds 








2 New Keynote of Conference 

ma —_ 
ae t “A career presupposes continuity of 
its hom |geeffort and activity,” said President Ful- 
399, Hegmton. “Too many men have entered the 





life insurance business, or as they are 
likely to call it, the life insurance game, 
to ‘give it a whirl.’ A professional ca- 
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of the 
yas given 








in 1999, fe reer necessarily requires specialized 
Methods me snowledge and ability. : 
7 “A man holding a selling job thinks 
of the people he sells just as customers, 
——= FB whereas the professional concept re- 
wij quires him to think of them as clients. 
all es A client represents a continuing respon- 
ver fell sibility in the specialized line of activity 
> involved. 
ook the “The outstanding characteristic of the 
Seneca professional concept in any line of ac- 
any a MM tivity is making the interest of the client 
erusiig Ha matter of paramount importance. It 
resided IP is not mere chance that some types of 
activity developed into professions. They 
oted to developed on professional lines largely 
iducted HF because of the necessity in those lines 
"direc: HRS for disinterested advice based on highly 
~ EM specialized knowledge. 
ropoli- 
wy (- | States Professional Service 
rtment Is Utterly Necessary Now 
stige. “In my judgment the complexities of 
rags the problem of an individual carrying 
se any reasonable amount of life insurance 
poo under our present-day civilization have 
Svoull reached a point where professional serv- 
‘ we ice is absolutely essential in the solution 
S_ om of those problems.” 
Nortl Definitely favorable effect of client 
mst EF building on policy net cost, compared 
> en BH with ordinary high-pressure policy sell- 
Ig, was reported by Leigh Cruess, un- 
derwriting vice-president. “The under- 
akers Je “ting of a risk begins when a sales- 
d by man in the field approaches his pros- 
Karl fe Pect and ends later with the final ap- 
thern Proval of the application which the agent 
eting Be VTites,” he said. “The effect of home of- 
‘dent a selection wears off in approximately 
"spe: ac years. The effect on mortality of 
rittee le Original selection by the salesman 
dent, f°! the people to whom he sells insur- 
ance lasts for many years.” 
He said the three main characteristics 
of quality business are: Good persist- 
€ncy, substantial average size, and a 
800d mortality, A good persistency is 
Sec: Ssential to quality business, so it will 
oma J Stay in force long enough to pay for 
dafe ‘tself After the business is written 
ents there is not much the company can do. 
yint- most the entire responsibility for con- 
alty & Sfvation lies in the field. Persistency 
wil [J 'S determined by the manner of selling. 
x of Ow planned estates affect size of 





Policies and net costs was illustrated by 








a study of the first 1,000 sales resulting 
from planned estate activity, the aver- 
age size policy being $6,500. The aver- 
age policy of all forms was $3,867 in the 
period. On planned estate sales the an- 
nual renewal expense amounts to 43 
cents per $1,000 of insurance, and on 
other sales 72 cents. 

“TI feel sure that the effect of well or- 
ganized agency operations and the meth- 
ods of selling employed have been under- 
estimated. The sources of a company’s 
business have a most important bearing 
on its future death rate.” 

To see what effect client building 
through planned estates had on numer- 
ical ratings, a study was made of 300 
consecutive cases issued at standard 
rates. Planned estate sales showed 
average numerical ratings of 99 percent, 
others 107 percent, a difference in favor 
of planned estate sales of 8 percent in 
estimated mortality. Thus, Mr. Cruess 
said, savings on mortality alone are suf- 
ficient to provide more than 10 percent 
increase in dividend disbursement. 


Demonstrates Cash Value 
to Agents in This Method 


Cecil C. Fulton, Jr., agency vice- 
president, showed the cash value to the 
agent to be derived from professionaliz- 
ing. He said 75 percent of business 
covered by a survey came from people 
known to the agents for at least a year, 
a small amount was sold on cold can- 
vass, the amount of each sale being in 
direct proportion to the time and effort 
expended. Cases sold on first inter- 
view averaged quite small, increasing in 
size sale with the increase in interviews 
up to five, after that a sharp slump 
in size. This indicated a professional 
service is profitable. Mr. Fulton said 
the largest total of business generally 
came from the first three interviews. He 
pointed out that constant client con- 
tacting and careful estate planning 
brought a greatly increased commission 
per sale to the man who undertook this 
new approach. 


Worthington Discusses 
Three Types of Selling 


W. P. Worthington, superintendent of 
agencies, emphasized that the profes- 
sional method makes the agent’s job 
simpler and easier. He considered three 
basic methods of selling life insurance. 
First the “policy selling method,” in 
which one or two policies which have 
the greatest eppeal to agent are used 
as the basis for a sales presentation. 
This calls for high pressure closing and 
seeing an unending stream of people. 
The method is highly competitive sell- 
ing. It is a case of “kill or cure” on the 
first interview, he said. 

Next is “specific need selling,” the 
agent selecting one or more “needs” 
which appeal to him as being essential, 
building a sales presentation around each 
one, and selecting the policies suited to 
cover the “needs.” This method also 
is high pressure, first interview closing; 
demands seeing many, at least ten calls 
a day, three organized “need” inter- 
views, three attempts to close in each 
interview. 

The client building method calls for 
200 to 500 active clients in the file. 
Building the clientele is simple, being 
based on the knowledge that practically 
everyone wants not life insurance, but 
some of the things it will do for them; 
want to retire in comfort and security 
at age 60 or 65; want at least the ne- 
cessities of life for their families if they 








don’t live, and they want to educate 
their children. 

Prospective clients are approached to 
learn what ideas they have in mind; 
what they would like this insurance to 
do; what they want to accomplish for 
themselves and their families. . From 
this picture is developed the capital re- 
quired.. And then they are shown how 
through modern insurance they can get 
the only guaranteed solution to their 
problems. 

In future interviews the agent is con- 
fident of the prospect’s interest because 
the plans are his plans. 

“Under this client building plan your 
client gives you his ideas, tells you what 
he would like to do, and you become, if 
you will, the architect of his estate,” 
Mr. Worthington said. 


Specific Methods and 
Ideas Are Presented 


Talks were made by several agents 
on specific methods and ideas in build- 
ing permanent clientele. A. Y. Schoen, 
of the John Gordon agency, New York, 
defined a client, saying he is not neces- 
sarily a policyholder. Vice versa, many 
sales are made where no permanent 
client relationship is to materialize, but 
permanent business is going to come 
from this definite client list—a group of 
people who are dependent on the under- 
writers for all life insurance counsel, he 
said. P. F. Grove, Jr., Washington, 
D. C., reviewed his client building activi- 
ties. 

The program of activities for the new 
club was anonunced. New members 
will be added as they qualify. The 
Home Life will undertake a permanent 
client-contacting program for agents, to 
tie in with their periodic calls through 
the year. There will be at least four 
mailings annually by the company to 
each of the clients on record, of mes- 
sages that will build the agent’s pres- 
tige. 
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TAX ANGLES POINTED OUT 


“Life insurance,” said H. C. Lawrence, 
New Jersey general agent for the Lin- 
coln National Life, in a talk to the 
Irvington, N. J., Optimist Club, “is the 
only kind of property which may, at 
death, pass directly to the heirs and 
avoid the shrinkage due to taxes and 
administrative expenses. For these two 
reasons life insurance as a hedge against 
rising taxes, will be taken advantage of 
by the buying public to a greater ex- 
tent than ever before. If, however, one 
is to benefit fully from these federal 
exemptive rulings, it is imperative to 
so arrange the payment of life insur- 
ance as to conform to the conditions 
imposed. 

“By surrendering all the incidents of 
ownership to his beneficiarv, a man will 
remove the proceeds of all of his in- 
surance from death taxes. The insured 
pays a gift tax on the value of the 
contract, but this is only on the actual 
cash value of the policy, and is 75 per- 
cent of the amount of the federal estate 
tax, which is applied to the full face of 
the policy. 

“An important angle to consider is 
the protection of the policy from the 
claims of creditors. Statutes have been 
enacted in most states protecting bene- 
ficiaries against creditors’ claims, 
thereby conserving the insurance estate, 
for the benefit of those for whom it was 
taken out. In analyzing policies, it is 
astounding to note the utter disregard 
of the special tax free privileges which 
life insurance is legally entitled to en- 
joy. 











Resourcefulness 
Great Factor in 
Insurance Sales 








In the approach to the prospect and 
the presentation of the case for life in- 
surance, nothing can take the place of 
sheer resourcefulness of the agent, R. 
M. Ryan, Detroit manager of the Equit- 
able of New York told the Detroit 
Qualified Life Underwriters at a sales 
clinic. Mr. Ryan presided at the session, 
which was devoted to the approach and 
presentation. 

The agent wins or loses in many 
cases on a basis of his resourcefulness, 
Mr. Ryan pointed out. He must be 
able to think clearly at-all times in the 
presence of the prospect. <A planned 
sales talk is a good thing only if the 
agent is capable of so marshalling his 
facts that he can begin or end at any 
point in the talk and can switch off it 
and back to it again when occasion de- 
mands. A thorough knowledge of the 
insurance business is essential to the 
proper approach and presentation of 
the case, he asserted. 


Favorable Circumstances 
Important in Approach 


Mr. Ryan introduced J. H. Kennedy, 
supervisor of the Ryan agency, who de- 
clared that the agent should make sure 
that he is approaching the prospect 
under favorable circumstances so that 
he can be reasonably sure of an atten- 
tive interview. He related cases in 
which agents had endeavored to sell 
under unfavorable circumstances. “If 
you cannot approach the prospect under 
favorable circumstances, nine times out 
of ten it is better not to approach him 
at all,” Mr. Kennedy said. 

The simplest and one of the most 
effective approaches has to do with the 
age change, he said. “In the interview 
it 1s necessary to take the prospect out 
of his own business and into yours,” Mr. 
Kennedy declared. The best way to 
gain and hold his interest is to talk to 
him about his own affairs. In training 
new men Mr. Kennedy makes it a prac- 
tice to train the agent in prospecting 
before he gets his sales training, he said. 

E. W. Owen, manager Sun Life, of- 
fered suggestions for the approach and 
presentation based on one of his widely 
known addresses. 


Seven Points in Approach 
and Presentation Given 


V. B. Coffin, superintendent of agen- 
cies, Connecticut Mutual Life and guest 
at the clinic, said an agent should ques- 
tion himself on seven separate points in 
perfecting his approach and presentation 
technique. Mr. Coffin suggested, first, 
“do I have appropriate opening re- 
marks?” Such remarks should be di- 
rect and to the point and they should be 
timely, he said. Second, “do I develop 
the need clearly?” The prospect is not 
interested in the product being offered 
but in his own need for it, he pointed 
out. 

Third, “do I employ conformations?” 
By this, he explained, he means to 
stress the necessity for keeping the pros- 
pect’s mind conforming to yours 
during the interview. Fourth, “do I 
explain the plan simply?” Too many 
agents talk themselves into a sale and 
then continue until they have talked 
themselves out of it again, he said. Ex- 
plain what the plan does, not what it is, 
he advised. 

Fifth, “do I use visual appeal?’ Mr. 
Coffin stressed the advantages of ap- 
pealing to the eye of the prospecct 
through a circular’ piece to be placed 
before him or by the use of pencil and 
paper in explaining the plan being. of- 
fered as a means of gaining and hold- 
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ing the prospect’s interest. Sixth, “do 
I know when to mention the price?” It 
is best to give the cost when the pros- 
pect asks for it provided his interest 
has been aroused, he said. He warned 
that some prospects use this as a means 
of closing the interview in a hurry. If 
he is asking you out, perhaps it is bet- 
ter to get out and forget him, Mr. Cof- 
fin said, stressing the fact that the right 
time to mention price is when the pros- 
pect admits his need for the insurance, 
advising attempting to steer the inter- 
view away from the cost until that 
point. 

Seventh, “do I plan the close?” Most 
underwriters plan the approach and 
presentation but let the close take care 
of itself, he asserted, pointing out that 
the carefully planned close is a vitally 
important factor which is neglected by 
probably 99 out of 100 underwriters. 


——_—_— 


Bates Stapler Popular 


A good many insurance offices these 
days are installing the Bates Stapler, 
which is an ingenious and practical of- 
fice device. This handy desk-size sta- 
pler makes its own staples from a spool 
of copper wire, each spool makes 5,000 
staples. The Bates Stapler cuts, inserts 
and fastens the staple in one automatic 
action. 

Tens of thousands of Bates Staplers 
are in use in the United States and else- 
where. The Bates Manufacturing Com- 
pany have recently redesigned the Sta- 
pler along stream lines, and have given 
it a handsome gunmetal finish. 

The Bates Stapler is made by the 
same company that is known as_ the 
makers of Bates numbering machines, 
indexes, eyeleters and other well known 
office utility items. 


Smrha’s Salary Reduced 


LINCOLN, NEB., Oct. 3.—The sal- 
ary of Insurance Director Smrha of 
Nebraska was cut from $3,600 to $3,200 
a year by a supreme court decision just 
filed. In April, 1933, the legislature 
passed a law which reduced from $4,000 
to $3,200 the salary of the director, 
along with the salaries of other state 
department heads. A month later it 
passed a law reducing salaries of exec- 
utive state officers and members of the 
judiciary, but revised the department 
heads upward, the insurance director 
being given $3,600. This law is now 
held invalid because it attempted to 
put into effect at once salary reductions 
when the constitution forbids changing 
salaries during the term. 
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READY WITH NEBRASKA 


We are beginning some intensive or- 
ganization in the State of Nebraska and 
want three or four high class general 
agents on a proposition that is seldom 
equalled by other insurance companies. 
Omaha, Lincoln and Grand Island are 
three of the points that we are especially 
interested in although if the right men 
present themselves we would open gen- 
eral agencies in other sections of the 
state. “Men who apply must be good 
personal producers with clean records. 
Apply by letter only telling all about 
yourself and to men who qualify an in- 
terview with the Field Supervisor will 
be granted. Address Jay G. Sigmund, 
Vice President and Agency Director, 
Cedar Rapids Life Insurance Co., Cedar 
Rapids, Iowa. 








Holmes Warns the Teachers 
of Unlicensed Operators 


Commissioner John J. Holmes of 
Montana has issued a breezy bulletin, 
in which he warns teachers of the state 
against purchasing insurance through 
the Teachers Casualty Underwriters in 
the Pioneer of Nebraska and incident- 
ally inserts a stinger on the A. M. Best 
Company ratings. 

The Teachers Casualty Underwriters, 
he states, is merely an agent of the 
Pioneer. That company is not licensed 
in Montana nor in any other state, he 
declares, except Nebraska. He points 
out that in the dispute over a claim, the 
Montana department can ‘be of no help. 
If court action is taken, the plaintiff 
must go to Nebraska. If that were 
done, the insurer would probably move 
the case into the federal court, all of 
which would be costly. 


A Rating Is Mentioned 


“In all probability, teachers’ atten- 
tion,” the bulletin states, “will be called 
to the fact that the company is given 
an ‘A’ (excellent) rating by the Alfred 
M. Best Company. However, I wish 
to direct the teachers’ attention to the 
fact that the Alfred M. Best ‘Company 
in its 1935 life and casualty insurance 
reports makes no alphabetical rating of 
this or any other company. 

“In passing, I cannot refrain from 
calling teachers’ attention to the fact 
that the alphabetical rating formerly 
made by the Best Company gave little 
or no information—witness the 1934 
Life Insurance Report anent the Ameri- 
can Life Insurance Company (of Colo- 
rado) which stated: 

“‘Our general policyholders’ rating of 
this company is A (excellent.)’ The re- 
port was published as of May 15, 1934, 
but before the year was out the Ameri- 
can Life Insurance Company was placed 
in the hands of a receiver. On July 12 
of this year the receiver reported to the 
federal court of the Colorado district 
that he had been unable to rehabilitate 
the company and suggested that it be 
liquidated. The department mentioned 
the above solely to impress upon the 
teachers of this state that they should 
not be misled by alphabetical ratings 
placed on any company by any report 
and should be doubly cautious of any 
person who uses an alphabetical rating 
in the sale of insurance contracts.” 

Mr. Holmes urges the agents not to 
purchase insurance from a mail order 
company or from any agent who is un- 
able to produce a Montana license. 


Assigns Subjects to Agents 
and Enlivens Agency Meets 


There is no better way to get men 
interested in new ideas and sales sug- 
gestions than by having successful 
agents in a district tell their experience 
and methods. The manager can tell his 
men how to do it, but after all he is 
not out in the field and they can’t help 
but have the impression that it is a lot 
easier to tell how to get business when 
sitting at a desk in a comfortable chair 
than going out on the street and keeping 
on the go after one’s feet are tired and 
one’s enthusiasm run down. 

Several of the Metropolitan Life man- 
agers have tried the method of assign- 
ing subjects to their agents and having 
them read papers at the Saturday morn- 
ing meetings. 

Manager Patrick J. McNamara of the 
Metropolitan Life in Chicago has 
worked up an interesting series of sub- 
jects which his men have covered at 
the various agency meetings. Mr. Mc- 
Namara assigned the subject of “How I 
Handle My Debit” to an old timer and 
also to a new man on the job. It was 
interesting to compare their reactions 
and methods and gave the agents some- 
thing to think about. Another agent 
who was inclined to be critical although 
he was a good producer was assigned 
the subject, “What I Would Do If I 





Were Manager.” Mr. McNamara « 
that he was glad to listen to criticns 
and suggestions in public rather ¢ 
have them voiced over coffee cy st 
disgruntled agents. A great deal of 
riment was caused by a paper, “Oh How 
I Hate to Get Up in the Moral 
and having one of the chronic kick 
who is always getting to the office [yy 
read it. 

Mr. McNamara is a student of ¥ 
business and is studying for his Ch 
tered Life Underwriter degree, 


G. Y. Haviland to Peoria 


G. Yeardley Haviland, assistant ma 
ager in the Chicago branch office of & 
Connecticut General under Manager § 
H. Haviland, has been assigned j 
charge of the Peoria, IIl., office of thy 
company, succeeding C. E. Thompsog 
who resigned to devote his entire time 
to his own agency. The Peoria branch 
operates as a unit of the Chicago bran 
office. Mr. Haviland’s appointment % 
effective Nov. 15. He has been for fog 
years associated with Manager Hayilay 
as agent, being appointed assistant map 
ager five months ago. 


The Rural Bankers Life Agency 
pany, South Bend, Ind., has changed j 
name to the Pure Protection Ager 
Corporation. 
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